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@ AMAZING ADVANTAGES FOR THE MODERN MERCHANT 
WITH Bees ARCHITECTURAL PORCELAIN ENAMEL! 


OW you can have an attractive modern store front in practically any color 
or combination you want—with this durable, easily-cleaned and trouble- 
free facing material. Sturdy K.Z.S. Panels are of heavy, extra-flat steel, fused 
with inorganic porcelain enamel—exceptionally attractive and economical! 
The new, complete Kawneer Store Fronts also include rustless metal sash 
and bars which give maximum plate glass protection—awning bars which 
hide the awning roll—attractive, economical entrance doors, and other fea- 
tures which mean increased sales and savings for the merchant. 
For a complete, colorful store front, in tune with the times, call on Kaw- 
neer—originator of the modern store front. Representatives in all principa! 


cities. COUPON BRINGS ILLUSTRATED BOOK. 
Boon ; ; RUSTLESS METAL AND PORCELAIN ENAMEL 


STORE FRONTS 


! 
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MIOSE LEIBOWITZ, president of 
the York Shoe Retailers Associa- 
tion, writes: 

“The Boot anp SHOE RECORDER 
did a sweet job in the survey of our 
city—York, Pa.—and the research 
editor’s report is just as real as 
though he had lived in our com- 
munity all his life. 


“I hope you will continue to fight 
for space in the Boot anp SHOE 
RECORDER on the problems of the 
average small shoe retailer.” 


HRERMAN DELMAN, president of 
the Uptown Retail Guild, announces 
that the shoe merchants in that 
group, representing the quality di- 
vision on Fifth Avenue between 
42nd and 59th Streets, have voted 
to have no public sales and clear- 
ance announcements on seasonal 
shoes until after JUNE 25th—and 
absolutely no clearance sales on 
white shoes until after JULY 4th. 
The two previous sales control 
agreements were so successful that 


it was the unanimous decision of 
these merchants to hold to the regu- 
lar line. 

@N one of the islands in the 
Caribbean, plans are under way for 
the erection of a factory. We have 
been asked for assistance in select- 
ing a competent superintendent for 
this factory. The McKay process 
will be used in the making of 
women’s and men’s footwear. 

If there is anyone who feels com- 
petent that they can plan the whole 
job from the start, this may be an 


opportunity. 


HBAROLD HJIRMSTAD of Aus- 


tin, Minnesota, says: 


aA 


“I note in the Boot anp SHOE 
Recorper: ‘A buyer should never 
become a buyer until after he has 
been a salesman.’ 

“I would like to add that ‘a de- 
signer should never become a de- 
signer until after he has been a 
salesman.’ If such were the case, 
the manufacturers wouldn’t have 


APRIL 29, 1939 


gone so crazy on backless shoes as 
they did this year.” 
@ 


ERVIN S. COBB, writer, commen- 
tator, sometime actor and all times 
singing the praises of Paducah, 
Kentucky, writes to H. J. Justin & 
Sons, Fort Worth, Texas—from 
Santa Monica, California, as fol- 
lows: 


“I have a complaint to enter. About 
three months ago you made for me, to 
order, a pair of boots at the behest of 
Mr. Jake Oshman of Houston, Texas, a 
place which the Honorable Amon Carter 
of your own city would probably de- 
scribe as one of the more outlying sub- 
urbs of Fort Worth. 

“There is no fault to be found with 
the boots. They fit perfectly and they're 
so smart-looking I hate to take ‘em off 
even for long enough to trim my toe-nails. 
The trouble is that the mere sight of 
them arouses the baser instincts of some 
of my friends in the moving picture set. 
Already Mr. Leo Carillo has made two 
deliberate attempts to abscond with my 
new boots and frequently I detect a look 
of low animal cunning in the enviou< 
eyes of that distinguished Arkansaw cow- 
boy, Mr. Bob Burns. 

“So, for fear of larceny, or earthquake, 
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men—lI figure I'd better get me a second 
supply of your justly renowned output 
right away. This time I rather lean to 
the idea of a pair of brownish or tannish 
or reddish boots—whichever is the most 
stylish—adorned on the legs with a few 


Wild West shows and not only enhance 
the landscape values but maybe deceive 
these Californians into thinking I was 
a real horseman. Of course I couldn't 
fool a horse but you probably know how 
gullible some people are, and especially 
native sons. 

“I assume you have on file my measure- 
ments. If so, please let me know what 
the price would be for the contemplated 
job? Incidentally you might also send 
along one of your catalogues or style 
sheets to guide me in selecting the above- 
mentioned decorative effects. 

“With my sincere compliments on the 
merits of your merchandise, I am, 


“P. S—Perhaps I should add that, 
under the present interpretation, a native 
son is anybody who’s been out here long 
enough to see his trailer.”—I. S. C. 


» 


TONY SARG calls his pictorial 
map of the Fair the “sore foot 
map.” “It shows how to take short 
cuts,” he says. “Sore feet will be 
the Fair’s biggest problem. . . .” 
(New York Journal & American) 


IF, ALBERT HAYES, general pur- 
chasing agent for the American 


- Hide and Leather Company of Bos- 


ton, Mass., says: 

“There are salesmen quite un- 
fitted to cope with the conditions 
laid down by constructive buying 
policies. They may be good fel- 
lows, but their personal character- 
istics do not make up for lack of 
knowledge of the product they han- 
dle or the forces which affect its 
fluctuation in price. 

“Purchasing agents are interested 
only casually in the weather. As a 
staple topic, weather has limita- 
tions. Nor is entertainment a prime 
factor; it might surprise many 
sales managers to know just how 
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Madame?" 
edame:—"! want to look at a 
eumococci beige and rust com- 
Eination walking shoe." 
—Salesman:—"I'm sorry, 
haven't that shade in stock, but 


—Madame: — “That wouldn't 
match elephantiasis 
afternoon gown and ensem 


got anything in 

lectomy blue sandal with 
acne rose trimming?" 

—Salesman:—"'Sorry, no, but we 
have got a sciatica mauve hiking 
with schizophrenic henna 
ni 

—Madame:—"No, that won't do. 
Thank you so much. I'll have to 
look somewhere else." 

—Salesman:—"Good-bye! Good 
night!" 


National Industrial Conference 
Board. 

The 22 per cent rate represented 
a marked increase over the previous 
peak, which was 17.7 per cent in 
1937, the board said. The total col- 
lections by Federal, State and local 
authorities in 1938, according to 
the board, amounted to around 
$13,700,000,000—the largest sum 
collected in taxes in any one year 
in the United States. 

The total, the board said, repre- 
sented a tax burden of $105 for 
each person in the country, or an 
average of $317 for each person 
employed. 


WILLIAM F. GRAEBEL of Mil. 
waukee, Wis., tells us: 

“I had a rather amusing experi- 
ence that I thought might interest 
you. Coming into Madison, Wis- 
consin, on Highway No. 18, it’s 
necessary to turn to your — 
around Capitol Square. On 
northeast part of the Square is a 
W. T. Grant Store. Next to that is 
the office of a chiropodist with a 
sign over the entrance reading: 


little it counts. Management might 
also reflect on how much the sales- 
men really enjoy the often self-im- 
posed job of entertaining. The 
policy is questionable in the long 
run, and at the best is a weak prop. 
If it seems to count, then the com- 
petition is not that of products to 
be selected on the classic basis of 
quality, suitability, service and 
price but rather on the amount of 
entertainment extended. The value 
or profit in that sort of business is 
doubtful and its permanence is cer- 
tainly precarious.” 
* * 


TWENTY-TWO cents out of every 
dollar of national income went for 
taxes in the United States in 1938. 
This makes the tax ratio the highest 


of any year on record, says the 
Economic Research Division of the 


FOOT TREATMENTS. Next store, 
to the right, is a men’s shop called 
Mangels and next in line is a wo- 
men’s lingerie shop called Three 
Sisters. 

“Reading consecutively, without 
any break in the store fronts, we 
have an interesting and amusing 
sentence: “‘W. T. GRANT CO.— 
FOOT TREATMENTS — MAN. 
GELS—THREE SISTERS.’” 


BRETAILERS handling goods man- 
ufactured in violation of the Fed- 
eral wage-hour law would be given 
greater protection from liability un- 
der a proposed revision of the law 
sponsored in the House by Rep- 
resentative Mary T. Norton, chair- 
man of the House Labor Commit- 
tee. 

The existing act makes it unlaw- 
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ful to sell, ship or deliver in inter- 
state commerce any goods produced 
in violation of the act. A retailer 
who innocently shipped unlawful 
goods across state lines is not sub- 
jected to the $10,000 fine or im- 
prisonment but, after once being 
notified of the character of the 
goods, becomes liable. 


This provision, which has worked 
somewhat of a hardship on retailers 
near state lines, would be changed 
under the Norton bill to permit the 
Administrator to exempt goods 
from the operation of the penalty 
provision if at the time of accept- 
ance the retailer has no reason to 
believe they were produced in vio- 
lation of the law. 

The proposed revision would also 
exempt so-called “white collar” em- 
ployees receiving $200 or more a 
month from the overtime wage pro- 
vision of the law. Heretofore, un- 
less such workers were classified as 
being employed in a supervisory or 
executive capacity, they were not 
exempt from the provision. 


FLOW Gently, Sweet Afton! 


Flow gently, Sweet Afton, 
Among they green braes. 
My Mary goes fishing 
These Summery days; 
But she wears no rubbers. 
Upon her dear feet, 
She thinks them too clumsy 
And not very neat! 


Flow gently, Sweet Afton. 
Or Mary, poor dear, 
May contract pneumonia 

And quinsy, I fear! 
Wet feet are the dickens. 
Sweet Afton, old sop, 
So soak not her tootsies 

On bottom or top! 


Sweet Afton, when Mary 
Is older, you see, 
God may give her wisdom 
Like that he gave me; 
But now she’s a jitterbug 
And cannot be told; 
Flow gently, Sweet Afton, 
Or she may take cold! 
—J. Edw. Tufft. 
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is credit Man?” 
George Klein describes him as fol- 
lows: 

“If he refuses an account, he’s 
crazy. If he accepts it, he’s easy. 
If he asks questions, he’s easy. If 
he doesn’t, he’s a trusting soul. If 
he makes you pay, he’s unfeeling, 


and if he lets it run, he’s careless. 
If his percentage of loss is high, 
he’s no good. If it’s low, he won’t 
take a chance. If he kicks, he’s a 
crab. If he keep alive, he doesn’t 
know he’s alive. If he seeks to 
raise expenses, it’s unnecessary. If 
he stays in the old rut, some young 
hot-air salesman will get his job. 
There are born salesmen, born buy- 
ers, too, but who in Kingdom Come 
ever heard of a born credit man?” 
THE American Retail Federation 
has announced the First Retailers’ 
National Forum to be held in 


(17| 


Washington, May 22 and 23. Re- 
tailers, representing all kinds of 
retailing, large and small, chain 
and independent alike, will come 
from every state to discuss the prob- 
lems of modern distribution and 
the relationships between govern- 
ment and retailing that rise above 
partisan politics, the announcement 
said. 

Nationally known leaders will 
discuss the general theme: “Re- 
tailing and America Today.” A 
few of the discussion topics are: 
“Social Responsibility of the Re- 
tailer to his Community,” “The Re- 
tailer and the Fiscal Policy of the 
United States,” “The Retailer and 
the National Life,” “Influences Re- 
tarding the Flow of Goods,” “The 
Various Forms of Distribution,” 
“The Agricultural Surpluses.” 

Louis E. Kirstein of Filene’s, 
Boston, Mass., chairman of the Ex- 
ecutive Committee of the Board of 
Trustees, will be the general chair- 
man of the Forum, assisted by Dr. 
David R. Craig, president of the 
American Retail Federation. 


SCHOOL | 


4 ~ SHOE FITTING ~ 


“Wimple, you may consider yourself expelled.” 
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af masting of 1960 and 


Co., Chicago, secretary National Shoe Fair : 
L. V. Hershey, Hagerstown Shoe & Legging 
Co., Sense, Maryland, member Finance 
Committee; Weir Stewart, Mead. 
ows & Stewart, Inc., Auburn, N. mem- 
ber Finance Committee. Ra left to 
right—L. F. Tuffly, Krupp & Tuffly, Inc. 
Houston, Texas, vice-chairman National Shoe 
Fair; Harry G. Johansen, Johansen Bros. 
Shoe Co., St. Louis, Mo. chairman National 
Shoe Fair; Stanley Heald, Stetson Shoe Com- 
pany, South eymouth, Mass. treasurer 
National Shoe Fair and chairman of Finance 
Committee. 


“Fifth of the Shoe Fairs” 
Will Be Held in Chicago 


THE initial meeting of the newly elected officers and 
recently appointed Finance Committee of the National 
Shoe Fair was held in Chicago, Tuesday, April 18. 
The conference was called by Harry G. Johansen, of 
Johansen Bros. Shoe Company, St. Louis, chairman of 
the 1940 National Shoe Fair, for the purpose of select- 
ing the dates, city and headquarters hotel for the forth- 
coming Fair. 

The committee selected Chicago as the city for the 
1940 event and designated Jan. 2, 3, 4, and 5—Tuesday 
through Friday—as the dates for the “Fifth of the 
Fairs.” With the selection of Chicago for 1940, the 
National Shoe Fair, sponsored jointly by the National 
Boot & Shoe Manufacturers Association and the Na- 
tional Shoe Retailers Association, returns to this city 
for the fifth consecutive time. 

The Stevens Hotel was named by the committee as 
the official hotel in which all exhibits will be displayed. 
In addition to the exhibits which will be housed under 
one roof in the Stevens, the educational meetings and 
luncheon conferences will also be conducted in the 
same hotel. This will make the third consecutive time 
that the Stevens Hotel has been chosen as headquarters 
for the National Shoe Fair. 


New Officers of the National Shoe Fair Hold 
Initial Meeting and Select January 2 to 5 as 


Dates for 1940 Exposition at Stevens Hotel 


“The committee, in selecting Chicago for the 1940 
National Shoe Fair, was influenced by its geographical 
location,” said Mr. Johansen. 

“The attendance at the previous Fairs indicates that 
Chicago, centrally located, is an approved choice of 
many shoe merchants and manufacturers who return 
each year to participate either as sellers or buyers. 

“With an exceptionally early Easter in 1940, it was 
necessary to select the first week in January, opening 
on Tuesday, Jan. 2, and closing on Friday, Jan. 5. 

“Because of the efficient service rendered at past Shoe 
Fairs, and the general satisfaction expressed by both 
exhibitors and buyers, the committee named the Stevens 
Hotel official headquarters for all exhibits and meetings.” 

[TURN TO PAGE 63, PLEASE | 
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Summer Profits or 


Costly Clearance? 


Intelligent Use of In-Stock Service May Help 
Many Merchants find the Right Answer, as lt 
Did in the Case of This Los Angeles Shoe Man 


WHAT will your mid-Summer shoe business be in 
1939— 

A “getting rid of leftovers” period, when shoes are 
sold at mark-down prices, would-be customers are 
“walked” through lack of sizes and trade generally 
is in the dumps— 

Or, a time of profit-making and customer-making 
through having shoes the public wants? 

The first and time-honored method will get the votes 
of a great many stores. 

“Number two is my choice,” says Nat Slepyan of 
Los Angeles. This shoe man, buyer for the Farley Out- 
fitting Co., tells why he votes for the procedure of 
making money for his house and adding customers to 
his rolls through taking advantage of in-stock shoes 
during the usual cut price Summer season. 

Right now, when most buyers are worrying if they 
will get out from under with their stocks of men’s 
Summer shoes, Slepyan is planning how he can 
strengthen the stock on his shelves from factory in-stock 
departments. 

This is how he views the entire June to August selling 
period as far as men’s shoes are concerned. Actual 
selling experience extending over several years’ time has 
conclusively proven it is possible to make money sell- 
ing white sports shoes during this time of the year. 
This is vacation time. Men want vacation kinds of 


shoes. They want fresh new shoes in sizes that will fit 
them properly. 

Most men are willing to pay full price for a clean 
new pair of shoes, obviously right from the manufac- 
turer’s warehouse. In fact, many men prefer to buy 
shoes that look like new shoes at regular prices rather 
than to buy at sale prices in order to obtain footwear 
that unquestionably has been handled for some time. 

Slepyan believes that one practical way of being sure 
of having such a desirable stock is by sizing it up reg- 
ularly from the factory’s in-stock service all through 
the Summer months. This dependence on a manufac- 
turer’s in-stock service insures this store of having a 
continuous flow of fresh shoes the trade will buy and 
in sizes they can wear. 

After the heavy make-up shipments come in, and 
the various numbers have had a chance to be cataloged 
as repeaters or in-and-outers, comes a long period of 
relying on the manufacturers in-stock resources. Wanted 
shoes are reordered weekly up to Aug. 15. 

This means customers can be satisfied at a time of 
the year when most stores are missing sales on sport 
and Summer types of shoes. Last Summer some 300 
new shoe customers were added simply by promoting 
“Comfort,” “New Shoes,” “Your Size” instead of talk- 
ing reduced prices. These newly made customers have 
stuck, too, showing this appeal is by no means just the 


[20] 
Nat Slepyan, shoe buyer of Farley's 
reordering his sports and Summer Ne 
shoes from a factory In-Stock 
Service. 
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NO SIZE SPOTS HERE! 
This shelf of shoes in the 
Farley's Outfitting Company 
shows how intelligent use of 
In-Stock Service can keep an 
adequate seasonable stock. 


catching of a few customers on the rebound when they 
could not be fitted elsewhere. 

Buying regular shoes from in-stock sources during 
the middle of a season is adhered to, even in the face 
of seemingly attractive buys of job lots. Such shoes, 
even at concession prices, means a lot of sizes that well 
not sell, while regular in-stock shoes sold at regular 
prices will sell. Not only that, but they will sell out 
cleanly. Only a scant hundred pairs of Summer shoes 
were carried over last season and at that many pairs 
were picked up during the Winter months. 

There are no moneymaking or customer building pos- 
sibilities in acquiring not wanted sizes just because they 
are a dollar or so off. The right size, the right pat- 
tern just as it comes from the factory will make off- 
season friends for the store. 

Odd lots of the store’s closeouts are sold at reduced 
prices during the Summer. These, however, are re- 
garded as being of minor importance for they are com- 
paratively small in number and rarely offered. The 
basic stock is always kept at regular prices, following 
the established policy of the manufacturer who sup- 
plies the major part of the men’s stock. 

A merchandising policy as outlined also means the 
men on the floor are confident at all times they can 
satisfy any reasonable shoe fitting requirements at a 
time when most shoe stocks are shot to pieces. The men 


Bok 


sell better, their trade is better pleased and the usual 
mid-Summer doldrums (poor merchandising to you) is 
avoided. 

There is the occasional man who is somewhat resent- 
ful of paying full price for his shoes during a time when 
the windows and newspaper advertising is full of mark- 
down priced shoes. Putting on a pair of fresh sport 
shoes in his size, just as they had been recently re- 
ceived from the factory’s in-stock service together with 
a plain statement of facts relative to the store’s method 
of operation invariable convinces him. 

Plugging Summer foot comfort and not shoes at 
reduced prices is a profitable promotion plan. It can 
only be done when the store has plenty of fitting sizes. 
Plenty of fitting sizes can only be had advantageously 
when a buyer is well served from his source of supply 
regularly. 

Men are definitely interested in buying seasonable 
sport and Summer types of shoes from April to October. 
Many men buy their first pair of sport shoes along in 
April, then are ready for their second pair in July or 
August when the warm weather makes such a shoe most 
desirable. Their right size in a good looking shoe that 
is obviously a “new pair of shoes” direct from the 
manufacturer’s warehouse is considered an attractive 
buy, even at regular price. Customers seem to feel shoes 
[TURN TO PAGE 46, PLEASE] 
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Spectator ghillie oxford 
in tan and white combi- 
nation. (Also with regu- 
lation lacing.) 


Wolking oxford with 
medium built-up leather 
heel, soft toe and per- 
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Solin Swing: 


umimer Pat tern: for 


Toilored: with . 
medium heel, closed toe 
and classic detailing, 
perennial favorite. 


Dressy tongueless ox- 
ford, cool and dainty 
with open toe, cut-outs 
and perforations. 


These hed have been ‘as best-seiting pattern idews 
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Tailored Summer step- 
in with side gore, 
opened-up high front 
and open toe. 


Very open high cut 
step-in with perforated 
vamp molding the 
instep. 


Current version of the 
pump with opentoeand . 
opened-up vamp. 


~ Strap sandal with con- 
struction cut-outs and 
open toe for Summer 
dress. 
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This year, like every 
other year, young walk- 
ers wear this sturdy little 
boot. 


The two-buckle sandal 
best seller for a small 
child's Summer shoe. 


ford with heavy crepe 

rubber sole is number 

one in the novelty types. 
For dressy wear, the tan 
wing tip brogue with 
crepe rubber sole leads 
the field. 


Summer headers 


fan aod Ye Dutch. Boy 
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The classic one-strap is 
agcin the favorite dress 
shoe for little girls. 


Woven treatment is 
| popular idea in sandals 
and oxfords for girls. 


Opened-up strap san- 
dal is the popular dress 
shoe for the bigger girl. 


The saddle oxford con- 
tinues to “hit its stride” 
for both boys and girls. 


and cron boys and, sport cand sfrop sanfials for 


pop: Spotters, 


Tan and white specta- 
tor pump with built-up 
leather heel for the big 
girl. 


In Summer sports wear. 
the tan and white wing 
tip shoe follows closely 
the popular saddle : 
oxford. 


reports of bes! 
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Some of America's best Rugged country types 
retailers depend on in- me OF in the season's most 
stock for high style acceptable leathers, 
shoes like this custom ea. — Norwegian grains, 
pattern. plump veals, custom fin- 

Bn ished if you want them. 


Te Clabby Spott Shoes 


Fast moving novelties 
like this Dutch type are 
available from many 
sources of supply. 


Novelty grains, and 
combinations of 
ers for sports shoes. 


Types and two Complete Rauhge From Custom Effects 

Novelties foo, Soimportant in Fashion Picturc, Are Avoll- Tie 


Extreme custom effects 
in semi-brogues, some 


Correctly detailed full 


smartest leathers are with heavy soles, move 
yours from stock. quickly today and may 
be filled in promptly 
from stock. 


Available white buck or 
white calf in several 
variations of brogue 
patterns. 


Ventilated patterns are 
an important part of 
your in-stock promotion. 


ped-ip stoek Servi ces chen With fast Moving Man 3:Footwear 


pies, 
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WINDOW shopping these days is very revealing of 
the condition of the business within the shoe stores. | 
had occasion, the other night, to walk with a shoe manu- 
facturer along one of the famous cross-town streets, 
catering to the feminine fashions in the upper brackets 
and what did we find? In a dozen of the small shoe 
shops clearance prices were the dominant window pro- 
motion. In the entire range of shops the common dis- 
play was open backs, open toes and the weird and 
wonderful fantasies of the current season. There were 
plenty of designers’ nightmares, but not a single pair 
of standard six eyelet oxfords could we find. 

There was evidence of some form of hysteria in all 
of these shops because clearance was the one thought 
in every window—even though it was next to the last 
week in April, with Spring weather still to come; and 
ten full weeks before the Fourth of July. Now, if 
ever, should be regular shoe selling time—but instead, 
fears and alarms. Clear first and think afterwards. 
What a mad world! 

Certainly, if the businesses were orderly, the type of 
shoes on display in the windows represented less than 
10 per cent of the stock. Why therefore the rush to 
clear? The mere fact that there was not a single pair 
of standard oxfords for women shown was significant. 

In the public’s mind fancy shoes are blind shoes. 
There is no telling their worth and value. That’s the 
penalty of carrying fancy shoes. The public has no 
measuring stick of value as it has when it looks at a 
standard brand advertised shoe for ordinary wear. 

We have seen the evening shoe business of the coun- 
try slide down to the lower price levels because of the 
same feeling on the part of the public that the shoe 
that can be seldom worn need not necessarily be ex- 
pensive. 

The fancy and high style Summer shoes are, in a 
way, classified in the same category. Even men are 
not immune to the same thinking that white and fancy 
shoes are worn less than standard shoes and the pub- 
lic’s purse is measured against “use” time. 

But it does seem a pity that the fancy season, 
launched in good faith, accepted, promoted and talked 
about generally, should be thrown into the clearance 
discard even before it had been given a chance to show 
its possibilities. What strange malady is this that 
affects merchants so that they buy with enthusi- 


Time for Selling — Not Wailing! 


by ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


asm—open the cases with regrets, and then mer- 
chandise with tears in their eyes? 

The short life history of the wooden sole shoe is 
an example. Merchants say that if they could have had 
the sabots and sandals in January, they could have 
cleaned up. But the style itself was only born on New 
Year’s Day. If you think it is easy to get seasoned 
three-inch lumber, shape it with a band saw and then 
perfect a factory technique for tacking on the uppers, 
you are asking working miracles. But, strange to re- 
late, the speed and adaptability of manufacturers, 
working in a new medium, resulted in hundreds of 
cases being ready for February sale. But, by that 
time, the merchant’s affections for his new love had 
cooled off and he’d have none of it. Yet at this very 
moment, when we are writing, mail order houses are 
putting in reorders in case lots for wooden sole shoes 
that the smart merchant dumped before the season 
started. 

Perhaps we are getting too fast for our own good 
in this business of fancy shoemaking and buying—not 
realizing that the public is slower than the store and 
that it might prefer to buy goods in the season of its 
use. More and more customers are buying what they 
want, when they want it, and if the store hasn’t got it, 
the public doesn’t get it or goes elsewhere. We never 
knew a time when there were more stale, sadistic sour- 
pusses in the trade, howling it can’t be done; and yet 
it is obvious that the public can be sold gadgets and 
gimcracks in jewelry, dress and millinery until they 
are popeyed with plunder. Now comes a retreat from 
fantasy in footwear just at the time when the merchant 
and the manufacturer are holding the bag. Far better 
to sell the fantasies with some of the skills revealed in 
other fields of merchandising than to lay down on the 
job and start wailing: “There ain’t no money in shoes.” 
As yet, the public hasn’t had any Spring time, much 
less Summer. It might be keen to buy these very things. 
but how can it when shoe men generally are in the 
depths of despair because of an undigested stock of 
desserts? 
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A STRAIGHT LIWE TO YOUR SUCCESS 


BELIEVE IT... 
or Not?! 


Rie, planned and properly executed demonstra- 
tions have been responsible for the fine results listed below. This 
has been accomplished, for the most part, during dull seasons, 
which means that this method of stimulating retail sales has had 
the ‘acid’ test. 


NUMBER OF PAIRS 
HEALTH SPOT 
CITY AND STATE POPULATION SHOES SOLD GROSS RECEIPTS 


Sheldon, Iowa 3,320 91 $455.00—5 days 
Marysville, Ohio 3,639 aay 220.00—5 days 
Princeton, Il. 4,762 41 205.00—5 days 
Lewiston, Mont. 5,358 400.00—5 days 
Twin Falls, Idaho 8,787 60. 300.00—5 days 
Crawfordsville, Ind. 10,355 69 345.00—5 days 
Bismarck, N. D. 11,909 58 290.00—5 days 
Harlingen, Texas 12,124 41 205.00—4 days 
Monroe, Wis. 5,015 30 150.00—3 days 
Paris, Tenn. 8,165 43 215.00—3 days 


These figures definitely prove that people everywhere need HEALTH 
SPOT SHOES. It is also proof that price is no object when foot comfort 
is involved, when the people believe they are getting what they need. 


= 


Results such as these can be accomplished in any town—in YOUR town. 
Write for complete information about our new plan for demonstrations 
in small towns. 


= 


= 


THE MOST COMPLETE LINE OF CORRECTIVE SHOES IN AMERICA FOR MER, WOMEN AND GHILORER 
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FALL SHOWING by 


Presentation of Footwear 
Fashions at the Hotei Biltmere, 


New York, Mag 9th and 10th, 1939 


GEORGE MILLER 
Chairman of Luncheon 


THE Shoe Fashion Guild of America announces Fall 
shoe presentations this season on May 9 and 10, with 
its official showing at the Biltmore Hotel, New York 
City. This showing marks a return to the Shoe Fashion 
Guild’s former policy of a joint presentation of the lines 
of its manufacturer-members held under one roof. It 
will be remembered that the Guild’s Spring Opening, 
held last November, was a reversion to the original form 
of the group’s showings when some 22 members ex- 
hibited simultaneously at their various showrooms in 
New York. 

Abiding by their continued policy, the Shoe Fashion 
Guild will again limit attendance at the showing to only 
those to whom invitations have been sent in advance. 
These are limited to only those retailers of Guild mer- 
chandise, both actual and prospective, whose names have 
been designated by the manufacturer-members. Re- 
turns to date on the more than 2000 invitations sent out 
indicate a successful and well-attended showing. 

This policy of the Guild to limit attendance at their 
semi-annual showings is done so that the exhibiting 
manufacturer and retailer can conclude their business 
with the minimum of interruption. It has always been 
the desire of the Guild since its first showing a few 
years ago, to maintain these affairs on a strict business 
basis and this they have continued to do. 

The Fall Opening next month will be held on two 
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days only, instead of the three-day showings as have 
been the case in the past. One of the reasons for this 
is the fact that the New York’s World’s Fair will open 
a week previous and hotel space will be at a premium. 
This was one of the reasons for the change in the show- 
ing last Fall and it was not until recently that the Guild, 
who had planned on having the same kind of showing 
this Spring, found it possible to hold a joint affair. 
As heretofore, the concluding day of the showing, 
Wednesday, May 10, will feature the elaborate luncheon 
to be held in the Grand Ballroom of the Biltmore. These 
affairs have always drawn a capacity crowd and it is 
expected that this year will see no decrease in the at- 
tendance which has always totaled between 600 and 700. 
The luncheon this year will not be concluded with a 
fashion show such as was held last Fall. One featured 
speaker in the person of Edwin Goodman, president of 
Bergdorf-Goodman, exclusive Fifth Avenue store, and 
several other widely-known business men in the shoe 
trade, will comprise the program. Besides Mr. Good- 
man other speakers have not been selected at the time 
of this writing but, as has been the case in the past, 
these talks will be of an interesting and timely nature 
and pertinent to the subject of Fall styles. 


Avon SHoe Company, INc. 


Bexer & FriepMAN SHor Co., La VALLE, INC. 


INc. 


Boyp-Wetsn, INc. 


CARLISLE SHOE Co. 


INc. 
Ssicca, INc. 


Anprew Getter SHoe Mre. Co., 
Inc. 


SHOE FASHION GUILD of AMERICA 


EXHIBITING MEMBERS 
SHOE FASHION GUILD OF AMERICA 


GrossMAN’s SHokS, INC. 


C. & A. Lo Presti, INc. 

I. Mutter & Sons. INc. 
Newton ELKIN SHoe Co. 
Patter De Liso, INc. 


Scuwartz & BenJamin. INc. 


The Shoe Fashion Guild has recently added new mem- 
bers to its rolls, which, besides broadening its scope, 
has given the group wider representation in the increas- 
inglyimportant $8.75 price line. One of the new mem- 
ber firms being located in St. Louis, marks the first time 
that this market has been represented in the Guild. Be- 
cause of the broader scope of the Guild’s representa- 
tion in these lower price brackets, it is expected that 
attendance at this coming Fall Opening will attract one 
of the largest retail gatherings in recent years. 

The holding of these semi-annual showings of the 
Shoe Fashion Guild has each season brought to New 
York increasing numbers of shoe men from all over 
the country, who, not being members of the Guild. 
exhibit their lines at various hotels in the city. This 
has in turn brought a growing number of retailers to 
the city so that if past experiences are any criterion. 
New York will indeed be the center of shoe interest the 
world over during that time. 

In view of this and the fact that the New York 
World’s Fair will open a week previous, the Shoe 
Fashion Guild cautions its retailer-members who plan to 
attend the Fall Showing to make their hotel reserva- 
tions early so as to assure satisfactory accommodations. 


Seymour Troy, INc. 


THe STETSON SHOE COMPANY 
INC. AND ITS DIVISION, 
M. N. ARNOLD SHOE COMPANY 


E. H. Srrasspurcer, Inc. 


Uniry-GrossMan, 


M. & Sons 
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STEP-INS—ow or high and molded, 
elasticized or gored—these have been 
the talk of the shoe trade for many 
months. And women have taken to 
these smart, easy-to-wear patterns 
like the proverbial duck to water. But 
all this time, at all seasons, women 
have gone on buying pumps. To 
them, the pump is a staple which 
they cannot do without. 

Something over a year ago, how- 
ever, things began to happen to the 
pump to take it out of the staple 
class. We told the story in “The 
Pump Comes Back into the Picture” 
(Boot anp SHoe Recorper, Dec. 18, 
1937). The pump that was back in 
the fashion picture at that time was 
one of many interpretations—un- 
trimmed, of course, but also trimmed, 
with bows, scrolls, wings, etc. 

The same is true of this season’s 
pump. The classic opera is still, of 
course, the favorite of many con- 
servatively smart women. But the 
Easter Parade (see our April 15 
issue) showed the trend to opened-up 
versions, chief of which was the sling 
pump with open toe and back and 
frequently elaborate cutouts or per- 
forations in the vamp. 

Probably the chief reason for the 
growing popularity of the pump is 
a very practical one. Formerly the 
main objection to the pump pattern 
was its tendency to press—“bite,” as 
it is called—at the throat just where 
the foot is most sensitive Now, by 
various devices, this trouble has been 
eliminated. The use of goring or 
elasticized material has done much to 
relieve pressure at that point. The 
V-throat is another solution of this 
problem. 

For other less practical, but im- 
portant, reasons, it seems as though 
the pump were due to take a more 
and more prominent place in the 
fashion picture of the coming sea- 
son. The shorter skirts demand a 


shoe with something of their light 
youthfulness. By uncovering the in- 
step, the pump pattern gives a long, 


Various interpretations of 

the pump in open and closed, 

high and low-heeled ver- 

. sions, are featured by New 
York stores. 
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Re-Enter The PUMP 
In The Season’s High Fashions 
Leaders of Stgle are Showing that the 


1939 Versions has New 
Possibilities in the Shoe Fashion Picture 


Pump in tts 


unbroken line from skirt hem to in- 
step which women like when dresses 
[TURN TO PAGE 46, PLEASE] 
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FASHION’S FAIREST DARLINGS 
... PRICED FOR MASS TURNOVER! 


MIDDLETOWNERS 


FOR EVENING—Stunning new wide- 
open designs with gold and silver pre- 
dominating. 


FOR DAYTIME—Bright, gay creations in 
alligator and suede effects. 


FOR BOUDOIR—Smart and comfortable 
to please the growing group of women 
who favor lounging pajamas and hos- 
tess gowns. 


FOR PROFITS— MIDDLETOWNERS 
are priced for volume sales, but still 
give you a wide profit margin. 

See the MIDDLETOWNERS at shoe shows 
in Boston, Charlotte, Cincinnati and Dallas 
or at our New York showroom during the 
Guild Show. 

N. Y. OFFICE, MARBRIDGE BLDG. 

47 West 34th St., New York, N. Y. 


FOOTWEAR, INC. 


MIDDLETOWN, NEW YORK 
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JOB LOTS 


And 
WORN SHOES 
Give English STORES 


The JITTERS... 


and Sizes in Jeopardy 


NT is reported that the London shoe market is being 
glutted by job lots and worn shoes of American cheap 
grades which are being sold as “film star shoes.” 

For the past five years the English merchant has 


. enjoyed a steadily increasing demand for American- 


made shoes of the better grades. This business has been 
chiefly in the grades from £1 ($5) and up with the 
bulk of the demand being for shoes retailing for £2 
($10) and up. 

English women have been developing an appreciation 
for the wide range of sizes and widths carried in Amer- 
ican shoes. However, it has not only been the fit that 
has attracted them to our shoes, but the development 
of an appreciation for Fifth Avenue and Hollywood 
styles. 

In fact, with the export of Hollywood films there 
has arisen a strong consciousness of Hollywood style 
leaderships and a desire among many English women 
to emulate these Hollywood styles in dress and footwear. 

However, London buyers of better grade shoes state 
that this market today faces a phase of competition 
injurious to the name associated with American quality 
and sizes and color and style. 

About 18 months ago a group of London retailers of 
cheap shoes began to capitalize on this interest in Holly- 
wood shoes by offering shoes to their customers which 
has been worn (or so they said) by Hollywood movie 
stars. In the London Daily Mirror of March 4 a story 
appeared that startled the trade, namely: 


“STEP IN STARS’ DREAM SHOES” 


“Girls! How often have you watched the dainty feet 
of Ginger Rogers, twinkling in rhythm with Fred 
Astaire’s dancing ‘pumps’? 
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THE DAILY MIRROR 


STEP 


A growing market for fine American Styles 


DREAM 
SHOES 


CC army How often have you watched 
the dainty feet of Ginger Rogers, 


if 
88 


“And how often have you thought ‘What exquisite 
shoes . . . I'd love to wear them!’ 

“Well, you can, provided you take the same size in 
shoes as the graceful Ginger. 

“You can wear the shoes of any star if they will fi 
you. 

“Hundreds of girls in London today are wearing 
shoes which have graced the feet of famous stars in « 
few brief film scenes. 

“The stars never use the shoes again once they havr 
played their part before the cameras. But for the shoe- 
life is only just beginning. 

“Whole shiploads of shoes from the wardrobes of 
Hollywood studios cross the Atlantic every year to be 
sold at bargain prices in London. Shoes of stars, fea- 
tured players, extras. 

“When they reach England the shoes are still a yea: 
ahead of West End Fashion. 

“What is now a huge business began 15 years agv 
when Mr. Vyner, a London shoe dealer, speculated 


a twinkling in rhythm with Fred Astaire's 
dancing “ pumps"? 
ie. - how often thought ~ What 
Hundreds of in London 
Year ahead of West End fashion 
t is now huge business beran fifteen 
whic 
Mirror shows the of the who Rave 
ee tremendous pub- Thev are priced according to their value as 
licity being given studios free of char shoes to film 
Dream Shoes” ‘Alabama. 
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GET ON THE BAND-WAGON... 


It’s Genuine 
CAPRE* KID by 


SURPASS! 


0... of the season’s best hits, shoes of Surpass Capre 
Kid mean a parade of extra profits to alert shoe 
manufacturers and retailers. Get on the Surpass Capre 
Kid Band-Wagon! 


Offered in black and a wide variety of striking pop- 
ular colors Surpass Capre Kid is hand boarded and 
entirely suitable for elasticizing. 


This offering, which is meeting with such wide- 
spread demand, is the kind of quality kid that has built 
the Surpass reputation for more than three generations. 


By all means investigate Genuine Capre Kid by 


Surpass. 


“REGISTERED TRADE NAME 


PHILADELPHIA, | 


> 
Ay | 
PENNSYLVANIA, U.S.A. 
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MOTION PICTURE PRODUCERS AND 
DISTRIBUTORS OF AMERICA. 
8504 
Ho. wooo, 
Gircsrows 6) 
30, 


1239 


May I inform you that no such practice exists and that investigation 
revealed that neither the studios nor players sell cast-off 


I thank you for bringing this erroneous article to ay attention. 


on a batch of shoes which had been worn ‘on the set’ 
by Hollywood stars. They were snapped up by eager 
film fans in a few hours. 

“Mr. Vyner rushed back to Hollywood, and bought 
up all the cast-off shoes he could lay his hands on. He 
signed contracts running into thousands of pounds. 

“Customers could come into his shop, ask for the 
shoes of any star and be almost certain of obtaining 
them.” 

Our California representative, Harry R. Terhune, 
made the rounds of the Hollywood studios and they all 
reported that they do not sell their worn shoes. All 
shoes, except those used in a costume or historical play, 
are provided by the stars themselves. Shoes which 
are worn beyond further use are given away. 

Above, is a reproduction of a letter from the Will 
Hays office which definitely disproves the story in 
the (London) Daily Mirror that movie stars’ shoes 
are 3aold in the London market. As one exporter states, 
“a little common sense would convince people here 
and abroad that the number of shoes from movie stars 
would be so small that for entire store stocks to carry 
those labels would be a commercial impossibility.” 

Where then are these shoes coming from? 

As W. P. Higgins, a London shoe merchant, states 
in a letter to an American export salesman, these shoes 
are cancellation shoes, worn shoes, bankrupt stocks, 
and job lots of various kinds coming from the United 
States and are being sold in England as “film stars’ 
shoes” at 6 to 10 shillings. As a result of this, Mr. 
Higgins states that sales of better American shoes have 
dropped off, and customers who formerly bought $7.5C 


Facsimile of a letter from Tom. S. 
Pettey of the Motion Picture Pro- 
ducers and Distributors of America, 
Inc., in which he discounts the Eng- 


Hollywood Studios. Reference is to 
the London Daily Mirror article re- 
produced on page 34. 


and up shoes say “you are too dear now, I can get rex! 
film stars’ shoes at 10s.” 

London merchants have very carefully built up a 
trade in better grade American shoes, but it is being 
quickly ruined by competition from these cheap shoes 
and unless it is stopped the London buyers state their 
market for good shoes will be ruined and they will 
have to turn to other sources of good shoes. 

As a prominent manufacturer states the United State~ 
lost considerable business in South America some year 
ago because some exporters dumped shoddy merchan- 
dise on a market built up on an appreciation of good 
grade shoes. As a result South America soon began 
to consider all American shoes as being of poor quality. 
If American shoe manufacturers value their Englis!) 
market they will stop exporting worn and _inferio: 
quality shoes to England. Otherwise the English will 
lose respect for our shoes and will begin to impor! 
them from other countries. 

As the Shoe and Leather Record (London) recent!) 
stated : 

“For the United States shoe manufacturing industr\ 
it would perhaps prove a better scheme if all unwante:! 
stocks were quietly acquired and destroyed instead «/ 
being distributed in markets where they may prejud’- 
cially affect the sale of that country’s leading pr: 
duction.” 
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Bahama Kid for Colorful 
Shoes to Wear with Tweeds 


FOR autumn travel, for the back-to-school crowd, for the 
first frosty days in town, tweeds are important. To wear 
with them, promote Bahama Kid. Its crisp grain, its rich 
colors, and easy flexibility are attributes which recommend 
it for such trimly casual shoes as those illustrated above. In 


Sailor Blue, Muscatel brown and Carnation Red 


STANDARD KID DIVISION 
ALLIED KID COMPANY 


209 South Street, Boston, Massachusetts 
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1 START the month off with 

fresh new window dis- 
plays today. Perhaps a change 
of backgrounds will help to 
give your windows a summery 
appearance. Play up your very 
newest styles. Prepare some 


2753 
ist 


=f 
Fr: 
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The Retail 


for MAY 


NO doubt you're 
up Summer sports 
wear in the windows this 
lf you are, then you 
back up your window 


ing card or folder is best, i 
you have the necessary 
trations available, but a good 


TEE 


CALEN DA 


3 MAKE your weekly check 

of stocks today. The re- 
sults should show that you are 
entirely clean of early Spring 
styles, and well supplied with 
new things. It should also show 
that your total investment is 


crease stocks for the coming 
Summer season. 


11 IS the store ready for 

the Summer season, 
with electric fans all cleaned 
and ready to operate? Have 
you changed your interior dis- 
plays and ledge trims recent- 
ly? Now would be a good 
time to change all these and 
get some Summer atmosphere 
into the store interior. How 
about changing your table 
displays? 


15 CHANGE all your win- 
displays today. 


dow 
This would be a good time for 


a strong window display on 
ight footwear 


1 
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Store 


that mentions hosiery in every 
ad will help. Women who come 
to your store regularly for 
their hose are quite apt to be- 
come good shoe customers 
too! 


footwear. 


footwear. 


16 HAVE you made a mail- 

ing this month on men's 
summerweight footwear? Do 
not wait any longer. Send it 
out this week, and early 
enough so that you will get 
results from it Saturday. Use 
an attractive folder or circu- 
lar accompanied by a letter. 
Your big selling argument is 
comfort. Bear down heovily 


on this. 


CHANGE or rearrange 
all your window displays 
’ today. It is probably time for 

@ good window of children's 
Certainly such oa 
window is timely, now that out- 
door days are here. Don't 
overlook the specialties, such 
as golf shoes and bathing 
And be sure thot 
you change every display card. 


TODAY'S advertise- 
ment for Saturday sell- 
ing should have as its theme. 
“Smart Shoes for Outdoor 
Days” or something of the 
kind. Feature your Summer 
sport footwear and hosiery. 
Now most people are looking 
ahead to Summer and vaco- 
tion time, so play these up in 
your ad too. Perhaps men’s 
shoes should be advertised 


too. 


[Turn to page 42, please] 
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ying 4 ARE you doing satis- 
eae foot- factory women's hosiery 
on week. business? It can be developed 
oe hould through promotion. The Ho- 
i ae ith o siery Club plan will help. A 
age mailing, telling your trade consistent advertising policy 
about the new things. A mail- 
Peas snappy new window cards. down slightly over a month 
Ste Make your displays so attrac- ago, as you gradually de- 
ee a them without stopping to look. letter will bring good results. 
6 AS a further tie-in with 
your hosiery promotion 
be sure that every salesperson » 
mentions the advertised hose 
putting plent on possible shows customer a 4 
quality and up sample pair. Today's promo- 
Poe the ad with a good window, tion on hosiery will probably Same x 
leave you low on some colors 
and sizes. If so, mail a fill-in 
greatest dif- THIS is the day for the 
eae: a mailing weekly check of stocks. 
eee he addresses # you have not checked 
fixtures recently, this 
gga be a good day to go 
heme verything, and lay aside 
lard holders, etc.. 
airs or refinish- 
neglect your fix- 
represent quite 
ee om the numbers featured in your G es 
two or three good “specials” 
ee that can be used as window a | > if you have not had such a 
oe leaders today it will probably _ \ display this month. Inside the 
ne help sales. This is a good way a9 2 7S store there should also be 
ee to clear out slow sellers at Sen \ table and case displays of 
slight reductions without sac- your men's summerweight 
rificing all your profit. numbers, and these 
should continue all month. 
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‘IN THE LAND OF COTTON'' 


ATLANTA SHOE & READY-TO-WEAR 
EXPOSITION 


5000 BUYERS 


FROM ALL OVER THE SOUTH 
WILL BE AT THE 


ATLANTA - BILTMORE 


JULY 3-4-5 


THE LARGEST AFFAIR OF ITS KIND 
EVER HELD IN THE SOUTH 


ENTIRE HOTEL OF 500 ROOMS TURNED OVER 
TO THIS CONVENTION 


THESE SHOE FIRMS HAVE ALREADY 
RESERVED SPACE WITH US 


BOND SHOE CO. HARRY BRILLIANT & CO. GARFIELD-ROSEN 


BOSTON, MASS. NEW YORK, WN. Y. BOSTON, MASS. BOSTON, MASS. 
D. MEYERS SHOE CO. M. J. SAKS SHOE CO BOSTON NOVELTY SHOE CO. 
BALTIMORE, MD. NEW YORK, N. Y. BOSTON, MASS. HYQUALITY FOOTWEAR 
MFG. CO. 
LANGER-LIPPMAN GOLO SLIPPER CO. UNITED SHOE CO. amauta. GA 
BOSTON, MASS. NEW YORK, N. Y. PHILADELPHIA, PA. — 


A. SANDLER CO. MARCO SHOE CO. BRESLER SHOE CO. 
BOSTON, MASS. BOSTON, MASS. BALTIMORE, MD. 


ATLANTA, GA. 
BLEECKER SHOE CO. 0. BROWN SHOE Co. GAFFNEY-SULKIS SHOE CO. 
NEW YORK, N. Y. BALTIMORE, MD. BOSTON, MASS. JULIUS GOLDSTEIN & SONS 
SALEM SHOE MFG. CO. M. KOLKER CO. WOHL SHOE Co. BOSTON, MASS. 


BALTIMORE, MD. ST. LOUIS, MO. 


SAXE BROS. CO. D. SIEGEL SHOE Co. MUNICIPAL SHOE CO. KERNWOOD SHOE CO. 
BALTIMORE, MD. BROOKLYN, N. Y. MELROSE, MASS. 


MAY WE HAVE YOUR RESERVATIONS NOW? 


SHOE BUYERS! MAKE ADVANCE 
RESERVATIONS WITH THE HOTEL DIRECT 


SHOW YOUR LINE 
AT THIS CONVENTION WIRE FOR SPACE 


SHOE MANUFACTURERS! WRITE OR 


AND SELL THE SOUTH MAX LEVIN! 
ATLANTA—SHOE & READY TO WEAR EXPOSITION 

ATLANTA-BILTMORE HOTEL 
ATLANTA, GA. 
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Slipper Season Is Every Season 


But May and Mother’s Day Offer Exceptionally Favorable 
Opportunities for Leisure Footwear Promotion 


The removal of B. Altman’s Slipper Bar, pictured above, to a more prominent 


position in the center of the shoe department is a happy idea for Mother's Day 


and the Summer sellin 


Every woman likes a new pair of 
boudoir slippers, and the month of May 
is just the time for her to have them. 
The old Winter ones look pretty shabby 
in the bright Spring sunshine, and be- 
sides she should have something lighter 
and cooler than her Christmas pair. 
Then there is the question of a Summer 
vacation trip—do we dare to mention 
the World’s Fairs again? She will cer- 
tainly need a new pair for that. In 
fact, there are half a dozen different 
occasions for which most women will 
be glad of a new pair of house slippers. 

The nearest of these is Mother’s Day 
on May 14, and wide-awake slipper 
buyers are already planning promotions 
for that date. The idea that the house 
slipper is mainly a Christmas item is 
gone with many another outworn 
theory, but some retailers are still not 
alert to the possibilities of this de- 
partment. Much credit is due to the 
pioneers in this field, especially Hud- 
son in Detroit and Marshall Field in 
Chicago. Other cities are taking up 
the idea with enthusiasm. In New 
York, Lord and Taylor and Stern Bros., 
for instance, are doing outstanding 
jobs with their boudoir slipper depart- 
ment, as are also, B. Altman, Bonwit 
Teller, Franklin Simon and any num- 
ber of other stores. In these stores, the 
slipper section is given a prominent 
position, the merchandise is attrac- 
tively displayed and lighted and the 


cooperation between the slipper and 
négligée departments is active. The 
slipper buyers say that women usually 
buy their négligées and hostess gowns 
first and then take them to the shoe de- 
partment for the selection of the right 
slipper color. 

There is more and more of this care- 
ful coordination in the buying of bou- 
doir slippers, many women choosing a 
contrasting color, but some ha. ing their 
slippers dyed to match their gowns. 
Two of the most popular shades this 
Spring are a delicate grayed blue and 
a pink, very near to a dusty rose. Some 
extra business has been done recently 
by including a table of play shoes with 
the boudoir slippers. Women going on 
cruises have been glad to save time 
by purchasing these two necessary 
kinds of footwear in the same section. 

Back of all this increasing emphasis 
on boudoir and house slippers as an 
important and separate part of the shoe 
business is the recognition that the 
shoes that a woman wears on the street 
are not the kind that are suitable for 
the home. Ready-to-wear has done a 
splendid job in recent years in the cre- 
ation of hostess gowns and house coats. 
Shoe manufacturers have followed their 
lead and, from the old-fashioned bed- 
room slippers, have developed shoes 
that are varied and lovely enough in 


-pattern to be worn with e' erything 


from négligées to formal dinner dresses. 


Sosner Opens Family Store 


GREENFIELD, Mass.—Alexander Sos- 
ner, who has been operating the Mo- 
hawk Shoe Store in Shelburne Falls the 
past two years, has opened Bernie’s 
Shoe Store at 14 Federal Street, here. 
Previous to the Shelburne Falls venture, 
Mr. Sosner operated shoe stores in 
Springfield. 


To Join Father in Trade 


Cresco, Ilowa—E. L. Westbury, in 
the shoe business here for the past six 
years, is closing out his entire stock of 
shoes and will close his store here to 
go to Iowa Falls, Iowa, his former 
home, to enter into partnership with 
his father, E. A. Westbury, who has 
operated a shoe store here for a good 
many years. . 
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University Credit Policy 


Aids Shoe Sales 


BouLDER, COLO.—Retail shoe dealers 
are aided in credit sales to University 
of Colorado students by a university 
policy, adopted after a delegation of 
business men led by Edward H. Ellis, 
credit bureau secretary, had discussed 
the situation with authorities. 

Under the rule, no student who is 
in a position of dishonoring his promise 
to pay for merchandise obtained or 
credit, will be granted a diploma. The 
principle also applies to students who 
ask for transfer credits to another in- 
stitution. If they have unpaid accounts 
for which no satisfactory arrangement 
has been made with the Boulder mer- 
chants, the transfer credits will be re- 
duced. 

In practice, no graduating student 
is going to let an unpaid account stand 
between him and the diploma which 
has been the goal of four years’ ef- 
fort. If he is leaving Boulder to enter 
another institution, he absolutely must 
have the transfer credits—and again, 
a clean slate in respect to his obliga- 
tions is required. 

Starting with this valuable coopera- 
tion of the university, Boulder mer- 
chants find it feasible to extend credit 
to students. The local credit bureau 
maintains record cards, as with per- 
manent residents. The occasional stu- 
dent who borrows on credit ruthlessly, 
or adopts a “dead-beat” attitude to- 
ward his creditors, is quickly discov- 
ered. 

Edward H. Ellis, bureau manager. 
has a letter, found exceptionally effec- 
tive, which he uses on behalf of mer- 
chants on students who drop out of 
college, owing local accounts. The first 
paragraph states that the bureau office 
has many accounts of the students re- 
ferred to it; while the total of such 
accounts for the merchants is heavy. 
the individual item is usually small. 
and the result of forgetfulness. 

“I do not wish to forward such ac- 
counts to the home town of the stu- 
dent, or the parent. On account of the 
number of these accounts, I cannot 
take the time to write individual letters 
relative to same. 

“Undoubtedly, you know whether you 
owe this creditor the amount shown 
or not. If you owe it, then you should 
now make arrangements to pay it— 
if you do not owe it, then you should 
write me in detail why the account 
should not be paid. 

“Failure to hear from you means 
that I will have to use other means to 
collect the account, and I have no de- 
sire to write your employer or loca! 
credit bureau.” 

This letter is effective in collecting 
most of the accounts at once. 

Some 4000 students attend the Uni- 
versity of Colorado, and these specia! 
plans facilitating prompt credit sale- 
are an important asset to retail] shoe 
dealers. 


[40} 
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= @ What startling revelation in merchandising 
will be made 


Gregory Read Company 


department from one source* at a vastly more 


popular price? 


let the 


at Rooms 
S61-3-3-7, Hotel McAlpin, auring ie 
Shoe Fashion tuild SHOW, Room 643, 


GREGORY & READ COMPANY 
Lynn, Mass. 


[41] 
which will enable you to run a complete women’s | : 
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abridge BuIlding. 


Shoe Store Calendar for May 


[CONTINUED FROM PAGE 38] 


17 AFTER you have made your 

weekly check of stocks today note 
carefully the condition of your chil- 
dren’s footwear stocks. You have un- 
doubtedly enjoyed a good footwear 
business this month. Don’t let your 
stocks get down now. Plan for National 
Sport Shoe Week, May 20-27. 


1 BE sure that all salespeople are 

thoroughly schooled in the argu- 
ments for men’s summerweight foot- 
wear . They should talk sport shoes 
to every customer, women as well as 
men. A good selling job done on the 
lady of the house assures you of the 
story being passed on to the men. Do 
not overlook National Sport Shoe Week, 
May 20-27. 


19 USE a big, commanding adver- 

tisement in today’s paper to put 
over the summerweight story. This is 
one of the few really good opportuni- 
ties that you have to promote men’s 
shoes and you should take full advan- 
tage of it. If you do a good promotion 
job you will feel the effects of it for at 
least 60 days. 


20 LIVEN up your men’s sports 

shoe windows for today. Dis- 
play cards saying, “This Is The Week 
To Buy Sports Shoes,” and similar 
captions, will help. Paste copies of your 
ad on the windows, or mount on cards 
and feature in the window back- 
grounds. And you might paint big foot- 
prints on the walk, leading in to the 
store. 


99 IN this week’s window display 
continue a strong display of 
men’s summerweight shoes. This is not 
a promotion to be pushed hard for a 
few days and then dropped. It should 
be emphasized all during the balance 
of May. You'll want some new displays 
of women’s sports shoes, too. Theme: 
_The coming Memorial Day holiday. 


23 A VERY appropriate day to send 

out to your customer list a mail- 
ing card reminding them that the 
Memorial Day holiday is not far away, 
and that now is the time to select new 
footwear for whatever outing may be 
in prospect. Do you guarantee return 
postage on your mailings? It helps keep 
your list accurate. 


9 4 IF you have been making the 

weekly stock check for more than 
one year you will find it interesting to 
compare today’s check with the one of 
a year ago. You know now whether 
your stock was too heavy or too light 
last year on June 1. A comparison now 
will show you which way you are 
headed this year. 


9 5 HOW is your Hosiery Club plan 

working out? You must keep 
pushing it regularly to make it a suc- 
cess. As soon as you let down, and 
cease to give out the membership cards, 
and talk about it to customers, it will 
begin to die. If your hosiery depart- 
ment needs a stimulant, try the Club 
Plan, and keep it alive! 


96 WHAT are you going to adver- 
tise to make the last Saturday in 
May a good one? The theme is, of 
course, “New Footwear For’ the 
Memorial Day Holiday.” Play up your 
best selling price range in women’s 
footwear, and don’t forget to give some 
space to hosiery and to men’s summer- 
weights. Use plenty of space for this 
ad too. 


97 THIS should be an _ unusually 

good business day. Do every- 
thing that you can to make it so. 
Freshen up your windows, and put in a 
few specials if you have them. Get 
some interesting table displays up near 
the front door. Spend all your own 
time on the selling floor, seeing that no 
possible sales are lost. 


9 CHANGE all your window dis- 

plays today, and put in general 
style displays. In one section place a 
suitable Memorial Day tribute. Plan 
this so that it will be easy to remove it 
early Wednesday morning and substi- 
tute a merchandise display. Window 
ecards should talk about Summer, June 
brides, graduation. 


3 MEMORIAL DAY. In most states 

this is a holiday, and since it has 
been a long time since you’ve had “a 
day off” it will prabably do you good to 
take advantage of it! 


31 THIS should be your busy day! 
What with stocks to check, a 
window change to make, and the plans 
for June to review, you should have 
few idle moments. In planning for 
June, get out last year’s records and 
see what you did in 1938 and you'll find 
your planning job much easier. Are 
you satisfied with May? 


“Why I Lost That Sale” 


New YorK—At a recent meeting of 
the Sales Executives’ Club of New 
York, R. C. Borden, director of sales 
promotion for the Borden Company, 
presented the following list of “sales 
autopsy questions,” which offer val- 
uable pointers for the traveling shoe 
salesman, as well as some which will 
be found helpful by the man at the 
fitting stool: 


Reason 1—I lost out to a competitor 
because I made exaggerated claims 
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about my product. I forgot that a good 
salesman likes nothing better than a 
competitor who is a liar. 


Reason 2—I lost the sale because I 
spent all my time on the person easiest 
to reach .. . instead of winning my 
way through to the real buyer. 


Reason 3—I lost the sale because I 
let the buyer scare me. 


Reason 4—I lost the sale because I 
kept my big mouth open too long. | 
talked myself into the order . . . and 
then talked myself out. 


Reason 5—I lost the sale because | 
didn’t cover my sales story thoroughly. 
I forgot that, to reach home plate, 
you’ve got to touch each base. 


Reason 6—I lost the sale because | 
didn’t know enough about my prospect’s 
business. I failed because I couldn’t 
talk his language. 


Reason 7—I lost the sale because | 
didn’t sell myself thoroughly. I forgot 
that J am part of the package my 
prospect buys. 


Reason 8—I lost the sale because | 
got into an argument with the buyer 
. .. argument which 7 won. That 
is why I lost the sale. 


Reason 9—I lost the sale because, 
frankly, I didn’t know enough about 
my product. 


Reason 10—I lost the sale because | 
spent too much time knocking competi- 
tion and not enough time telling my 
cwn quality and profit story. 


Reason 11—I lost the sale because | 
let myself get licked by the customer’s 
story of reciprocity and _ personal 
friendship with a competitor. 


Reason 12—I lost the sale because | 
didn’t generate enough DESIRE for 
my product. 


Reason 13—I lost the sale because | 
didn’t plan my presentation carefully 
enough. I just dealt sentences rapidly 
off the top of my mind. 


Reason 14—I lost the sale to a com- 
petitor whose price was lower . . . be- 
cause I didn’t have enough facts to 
prove my product was worth the 
money. 

Reason 15—I lost the sale because | 
let a ticklish credit situation beat me. 


Reason 16—I lost the sale because | 
had neglected my customer too long. 
A competitor beat me to it because he 
was there asking for the order. 

A ballot of the members was taken 
and the following were found to be the 
principal reasons for lost sales in the 
opinion of those present: 


Highest number of lost sales Reason 12 


Second highest ...... 11 
Third highest .... « 16 
Fourth highest “ 5 
Fifth highest . w 13 
Sixth highest . “ 6 
Seventh highest ....... 14 


1 
be 

_ 
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If you are on your toes for trade you will not 
overlook anything which helps you get it — and 
keep it. Creating brand preference rather than 
price preference is conceded to be advantageous. 


By use of the symbol of Kistler leadership, iy 
illustrated at the left, brand preference can be 
steadily built up. That, imprinted on the shanks 
of men’s shoes bottomed with BENCH BRAND 
Sole Leather, becomes a business force working for 
you every day in the week, every week in the year. 


Remember, Kistler BENCH BRAND Sole 

Leather has the merit required to make wearers 

- of men’s street, dress, sport and work shoes 

bottomed with it, like it and want it. See that 

YOUR customers know this fine sole leather by 

name. Doing it is a part of good service, the most 
indispensable thing in trade. 


CHART OF A SIDE 
OF SOLE LEATHER. 
KISTLER 
“BENCH BRAND” 
SOLES COME FROM 
PART COVERED BY 
OUR TRADE MARK. 


| 
FOUNDED - 1840 j 
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Calling All Buyers 


Come to Market at the Marbridge Building 


When you're in New York 
for the World’s Fair, a wel- 
come awaits you at the 

Marbridge Building, where there is 
always a shoe fair. Here you will 
see the shoes of tomorrow dis- 
played in hundreds of show rooms. 
Manufacturers from every part of 
the country are represented. More- 
over, you will meet foremost shoe 
stylists, see the latest in store fix- 
tures, accessories, etc. In fact, you 
can fill almost every shoe store 
need in this shoe center, quickly, 
and have plenty of time to see the 
World’s Fair. 


D. £. MacDonald, Mga. 


47 West 34th St. 
Also 1328 Broadway 
New York City 


* Only 18 Minutes to the World’s Fair Grounds 
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Plans for Midwest Fair 
Make Progress 


Left to right, E. S. Horwitz, chairman of Enteriain- 
mer Committee for Midwest Shoe Fair, and E. EF. 
Held, chairman of the Style Show Committee. 


CINCINNATI—Plans for the Midwest Shoe banquet and 
style show, to be held in connection with the Midwest 
Shoe Fair, June 11, 12 and 13, are going ahead rapidly. 
E. S. Horwitz, Chairman of the Entertainment Com- 
mittee, has made all arrangements with the Ruth Best 
Entertainment Bureau of Cincinnati to present an excep- 
tionally fine group of acts. These will feature some 
outstanding radio and screen personages. Those who 
have seen the annual Midwest Style Show in past years 
know that it is one of the finest shows of its type pre- 
sented anywhere. This year’s show will surpass any- 
thing that has been done in the past, both in entertain- 
ment and in the unusually beautiful decorations. 

As joint worker on the entertainment, E. E. Held. 
chairman of the Style Show Committee, is hard at work 
arranging for the actual showing of the newest of the 
Fall styles. There will be well over 100 shoes displayed 
on the runway by attractive, professional models. Mr-. 
Held is making every arranagment to assure each com. 
pany cooperating with the Shoe Fair by displaying their 
shoes, of an unusually fine showing. Each model car- 
ries a plaque, prominently listing the name of the firm 
whose shoes she is showing, and the Master of Cere- 
monies also will announce the company’s name as th: 
model steps onto the runway. 

This show is presented before approximately 1,00) 
shoe men, in the beautiful Hall of Mirrors at the Net!- 
erland Plaza Hotel. The Entertainment Committee urg:- 
all companies wishing to participate in the Style Show 
to get in touch with the Midwest Shoe Fair office «- 
soon as possible so that arrangements may be made |» 
take care of them. 
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Textile Color Card Group 
Elects Officers 


New YorK—At the twenty-fourth annual business 
meeting of the Textile Color Card Association, held 
Thursday of last week at the offices of the organization, 
200 Madison Avenue, all directors were re-elected for 
the coming year, as follows: William Hand, E. Irving 
Hanson, Sr., Allan C. Jacobson, Carl E. Kempf, W. R. 
MacIntyre, Brainard Pidgeon, Charles Pinnell, J. Laird 
Schober, Armand Schwab, Alfred L. Simon, Roy E. 
Tilles. 

At a meeting of the directors held immediately after, 
the following officers were re-elected: President, Charles 
Pinnell; First vice-president, Roy E. Tilles; Second 
vice-president, Armand Schwab; treasurer, Carl E. 
Kempf; secretary and managing director, Margaret 
Hayden Rorke. 

One hundred and forty-eight new members were 
gained by the Textile Color Card Association during 
the fiscal year of 1938, it was stated by Mrs. Rorke, in 
her report read at the meeting. These firms represent 
over thirty different industries and are located in the 
United States and sixteen foreign countries. The asso- 
ciation now has agents in Great Britain, Switzerland: 
Italy, Belgium, Holland, Germany, Canada, Australia 
and Japan. 

Through the inauguration of a new system of dis- 
tributing confidential advance swatches before the reg- 
lar cards are manufactured, the Association has been 
able to give its members the seasonal colors at least one 
month earlier than previously. The personal consulta- 
tion service to members has also greatly increased, Mrs. 
Rorke said, involving special research as applied to the 
firm’s needs, the making of charts, color combinations 
and many other phases of color guidance, related not 
only to women’s fashions, but to various phases of 
men’s wear and other miscellaneous industries. 

Members have found valuable the accurate and rapid 
service of daily Colorgrams during the Paris openings 
four times a year. By means of the Association’s long- 
established cable system, daily reports are received 
from its Paris sources announcing the colors launched 
by leading couturiers. Within a few hours the same 
day this information, interpreted in terms of practical 
reference to the Association’s own colors, is mailed to 
members, going by air to firms at distant points or by 
telegraph upon request. The enlarged Color Coordina- 
tion Charts for retailers, issued by the Association, are 
proving increasingly useful to department stores in cor- 
relating and promoting the season’s outstanding colors 
in costumes and accessories. 

A vast amount of research and effort have entered 
into the preparation of the Ninth Edition Standard 
Card, which the Association hopes to have ready this 
year. It is aimed to make this card the most complete 
and useful color standard ever issued. 


THREE PROFITABLE 
PROMOTIONS for SUMMER 


offered by upp 
“IN STOCK” 


Because of the great demand 
for white Summer sandals, 
TUPPER, for the first time, gives 
you IN-STOCK service on New 
York designed sandals. 


#100 LACED 


In white poplin 
20/8 Continental Heel 
$2.45 


In white poplin 
16/8 Cuban Heel 
$2.20 


Comes in all widths 
MAXINE 


In white poplin with 
white embroidered vamp 


16/8 Cuban Heel 
Widths AA and B 
$1.75 


WICKA-WEAVE 


In multi-color 
In wheat and tan 
In all white 


Widths AA and B 


10/8 Dutch Boy Heel 
$1.75 


INC. 


15th & BLOOMFIELD STREETS 
HOBOKEN, NEW JERSEY 
NEW YORK OFFICE—MARBRIDGE BLDG., 47 WEST 34th ST.,N.Y.C. 


‘ 
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IN STOCK 


TO 3 A-B-C-D 


8, TO 12 B-C-D 


313 White wing tip 


314 Coffee Elk—Skuf Pruf Tip 
315 Black Elk—Skuf Pruf Tip 


34 
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Shipments the same day order is received 


STYLES IN STOCK 
Send for Our Catalog 


GOODYEAR 


In Stock 


B 12% TO3 
Cc 81/2 TO 12 12% TO3 
D 7 TO12 12%, TO 3 


1.221/2 1.321/2 


@ 


$445 SIZES TO 12 


$455 SIZES TO 3 
5%, 30 Days 


A 343 White 
Bp. 342 Coffee Elk 


f.0.b. Richland, Pa. 


RICHLAND SHOE CO. 


Branch of Curtis Stephens Embry Co., Inc. 


PA. 


Re-enter the Pump 


- [CONTINUED FROM PAGE 32] 


are knee length. No one can predict 
which way fashion may jump, but, we 
say, watch your pumps. 

In the advertisements shown here 
you have your choice of half a dozen 
variations, from the most open type to 
the entirely closed model with walled 
last and square toe—a style which is 
expected to have growing importance 
for Fall. The 1939 Spring and Sum- 
mer pump is being made in patent 
leather, kidskin, suede, combinations of 
patent or kidskin with fabric or suede, 
mesh, smooth and reverse calf, patent 
or calf with grosgrain trim. 


It is being featured for its elegance 
of the 1890’s to be worn with suits and 
sheers, as a spectator sport shoe, as a 
very light and airy pattern for hot 
weather, as a very tailored town type. 
Also for other qualities, especially for 
size-reducing flattery to the foot. 

It is being shown in black, blue, wine, 
red, warm beige, white and henna. 


Summer Profits 
[CONTINUED FROM PAGE 21] 
priced at regular price are 100 per 
cent in all ways, as they cannot be pur- 
chased at sale prices. 
This outlined merchandising practice 
has definitely lengthened the sports 


shoe selling season at Farley’s. It has 
shortened the staple shoe selling period. 
All of which means a much greater 
opportunity for selling double headers 
for a six months’ period, as a man can 
often be sold a conservative dress shoe 
with his Summer kind, whereas if he 
bought just the plain shoe, he would 
consider this an all-purpose purchase. 

Men take a greater pride in then 
shoes and shoe selection when they 
have several pairs of wearable shoes. 
A man educated to wearing comfort- 
able sports shoes will come back in the 
Fall for something definitely a Fal! 
shoe. A good looking brown or black 
or both. Again this is where the fac- 
tory in-stock service is used. 
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THIS WEEK 


IN THE SHOE TRADE 
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Saturday, April 29, 1939 


National News 


Trade Barriers Cause Apprehension 


Shoe Industry Affected by Laws Compelling Institutions 
to Buy Shoes Made in Their Own States, Chicago 
Conference Finds 


Cuicaco, ILL.—A program to abolish 
any and all legislation which is a threat 
to interstate trade in all branches of 
industry, was pledged by state officials 
from all parts of the country as the re- 
sult of the National: Conference on In- 
terstate Trade Barriers held here re- 
cently. Alarmed by the growing ten- 
dency of the various states to enforce 
laws compelling preference of products 
made within their own borders, state 
officials, under the auspices of the 
Council of State Governments, a na- 
tional civic organization with no pri- 
vate business interests, are attempting 
to halt the situation before it becomes 
serious. 

Formerly the legislation concerned 
chiefly the liquor, automotive, and agri- 
cultural interests, but during recent 
years through laws compelling public 
institutions to buy goods (including 
shoes and clothing), within their state 
and various forms of taxation which 
in many cases are only thinly veiled im- 
port taxes, every industry has become 
affected. Shoe manufacturers and their 
retail outlets are affected by the bans 
when seeking large contract and insti- 
tutional orders. The retailer, because 
he carries lines of shoes made out of 
the state is handicapped in going after 
institutional equipment, an important 
financial consideration when shoes for 
school athletic departments, orphan- 
ages, school dancing classes, etc., are 
concerned. The manufacturer seeking 
contract orders is likewise barred, often 
regardless of the fact that he may 
present a lower bid. 

The committee on commerce and in- 
dustry of the convention, headed by 
Charles H. Jones, director of the Ohio 


Department of Commerce, went on 
record as urging repeal of all laws giv- 
ing preference to the purchase of state 
products for the use in state institu- 
tions as well as against other similar 
discriminatory laws which affect other 
branches of industry. The committee 
declared itself in favor of competition 
as a means of best returns for the out- 
lays made by the states in their pur- 
chases, providing that quality and 
specifications are equal. 

Another form of trade barrier studied 
during the conference was the use tax 
or compensating tax as enacted by a 
number of states to supplement the 
general sales tax. Its purpose is to 
prevent the evasion of the state sales 
taxes by residents purchasing mate- 
rials and products outside the state, or 
in states with a lower sales tax levy 
or none at all. Thus, on making any 
purchase whatever outside the state, 
whether he pays a sales tax or not, on 
bringing his property into the state, 
the consumer becomes liable for the 
tax of his own state. This type of tax 
is usually imposed on the privilege of 
“using, storing, or consuming tangible 
property within the state.” Some times 
it applies merely on the act of using 
such property. 

In some cases, Dr. Melder pointed 
out, these “use taxes” have, through 
their “nuisance” value become no more 
than thinly-veiled import duties on 
products of other states. He stated, 
“The use tax is a pestiferous thing. 
Think of the idea of asking anybody 
who got a pair of shoes by mail to own 
up that he got them, and taxing him 
for using them.” 

(TURN TO PAGE 60, PLEASE] 


Shoe Club to Entertain 
Out-of-Town Shoe Men 


New YorK—The Shoe Club of New 
York will hold a jamboree on Sunday, 
May 7, in the Grand Ballroom of the 
Hotel McAlpin for local and out-of- 
town shoe men who are in the city for 
the Fall Opening of the Shoe Fashion 
Guild. 

An excellent entertainment program 
has been arranged which will feature 
stars of stage, screen and radio, head- 
lined by those well-known comedians, 
Olsen and Johnson. A_ well-known 
swing band will furnish music during 
the party. 

The jamboree will swing into action 
at 8.30 P. M. Dress is optional. Tickets 
are $1.50 a person and may be obtained 
from members of the Shoe Club or from 
Miss Morganstern, secretary, at club 
headquarters in the Hotel McAlpin. 


Shoe Committee Meeting 
Postponed to May 25 


WASHINGTON, D. C.—Industry Com- 
mittee No. 6 (for the shoe manufactur- 
ing and allied industries) will hold its 
public hearing of testimony from trade 
associations and labor groups at 9:30 
a.m., May 25, in the ball room of the 
Hotel Raleigh, Washington, the Rt. Rev. 
Msgr. Francis J. Haas, chairman of the 
committee, announced today. 

The meeting had been originally 
scheduled for May 2 but was postponed 
at the request of trade association of- 
ficials who wished to have more time to 
prepare their testimony. 

The committee is authorized under 
the Fair Labor Standards Act to recom- 
mend minimum wage rates for the in- 
dustry up to 40 cents an hour. 


: 


» FROM CALIFORNIA 


Out here, everyone is discuss- 
ing the influence of the San 
Francisco Fair on ready-to-wear 
business, and speculating on the 
New York Fair’s probable effect 
in the East. Two things leap to 
the eye in California . . . much 
dark with white, quantities of 
white with dark trim are being 
worn... AND. . . low-heeled 
or flat-soled shoes are “musts” 
on Treasure Island! 


Undoubtedly these things will 
hold true at the World of To- 
morrow. And very soon there 
will be an added influence—hot 
weather! Clothes that look and 
feel cool will sell . . . women 
will want shoes that are airy, 
light and cool as a couple of 
Planter’s Punches. 


This is where air-conditioning 
by Joyce comes in. We give you 
“Fair and Cooler Cool-ees” . . . 
perfect complements to Fair- 
going clothes . . . spick and span 
as the wash on the line . . . bliss- 


ful benedictions to tired toes. 
“Fair and Cooler Cool-ees” are 


made of calf-trimmed mesh . . . 
all white or white with blue, 
rust, wine or red. If you haven't 
seen them, write us, and we will 
see that you get a folder de- 
scribing the four smart styles 
and enclosing photographs of 
them. You'll find that an in- 
vestment in Joyce air-condition- 
ing will pay dividends this 
summer! 


jeyce Inc. 
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Commonwealth Salesmen Attend Conference 


Group of salesmen and executives of Commonwealth Shoe and Leather Company 
phed during a recent sales conference at the factory in Whitman, Mass. 

nm the center of the front row, fifth, sixth and seventh from left to right, are 

Paul Jones, president of the company; Walter Avery, advertising manager, and 


A. G. Matless, vice- 


and sales manager. 


Hamilton-Brown Files 
Reorganization Petition 

St. Louis—Petition for reorganiza- 
tion under the Federal Bankruptcy Act 
was filed with United States District 
Court on Monday of last week on be- 
half of the Hamilton-Brown Shoe Co. 
The Court has appointed as trustees 
James K. Vardaman, Jr., president of 
the Tower Grove Bank & Trust Co., 
and John Lake, production manager o! 
Hamilton-Brown. 

The petition, signed by W. L. Collins, 
president of the company, places fixed 
assets at $2,340,542, and current liabili- 
ties at $1,384,461. With the addition 
of deferred reserves. and capital stock 
to the liabilities, and of other items 
to the assets, the balance sheet figure 
of assets and liabilities is $3,117,737. 

The petition cites the history of t'> 
company, founded more than a half- 
century ago by the late Alanson D. 
Brown, and having been at one time, 
it is stated, the world’s largest shoe 
manufacturing concern, and a large 
dividend-payer. The company’s name is 
declared to be of great value in the 
shoe industry, and “to cease operating 
would entail loss to stockholders, credi- 
tors and nearly 3000 employees.” 

Under the present management, 
which took charge July 16 last, the 
petition states, the company has in- 
creased its customer accounts from 
2600 to 7200, and has increased the 
force of 35 traveling salesmen to 82. 
Aside from receivership costs and ac- 
cumulated deficits, it is stated that the 
management has made a profit of $154,- 
596 in the nine months. 

Labor difficulties at the company’s 
factories in Union and Poplar Bluff, 
Mo., have been before the National 
Labor Relations Board. At Union, the 
company was ordered to reinstate 187 
discharged employees, and to pay an 
estimated $100,000 back wages. At 
Poplar Bluff an attempt to settle the 
workers’ complaint by a stipulation 
failed recently when officers of the Boot 
and Shoe Workers’ Union refused to 
accept the’ proposal. Hearings in this 
matter are being continued. 


Mr. Collins and Edward Morris, who 
are president and vice-president of the 
Collins-Morris Shoe Co., have held the 
same offices in Hamilton-Brown since 
acquiring stock control from members 
of the Brown family in July. Head- 
quarters of the Collins-Morris Co. have 
been in the Hamilton-Brown factory 
and office building at Twenty-first and 
Olive Streets, but were recently moved 
to 1633 Washington Avenue. The two 
corporations have remained separate. 


Reports Business Pickup 


in State 


Cuicaco, ILt.—Business throughout 
Indiana is already vastly improved ove: 
the same period last year, Joseph L. 
Feldman, of the Wohl Shoe Company. 
reported on a recent visit to his Chi- 
cago headquarters. Marked pickup in 
employment in many of the industria! 
towns such as Gary, South Bend, An- 
derson, and Indianapolis, he states, is 
probably responsible for much of the 
improvement. He reports that he finds 
retailers much less hesitant in stocking 
a wide variety of styles and more wil!- 
ing to try the newer styles in their 
stores. 


Look for Excellent 
White Season 


CuHicaco, ILt.—If weather conditions 
are favorable, all-white and white com- 
bination shoes should experience one 
of their most successful seasons in a 
number of years, in the opinion of sev- 
eral local retailers. One reason for this 
is the unusual early demand for white 
and combinations which is being felt 
in the better salons. White was one of 
the outstanding accessory colors in the 
Chicago Easter parade, appearing on 
hats, in gloves, scarves, and bouton- 
nieres. 

Marshall Field & Co. have adopted 
the theme, “Surrender to White in Ac- 
cessories,” as the entire main floor 
theme. Carson Pirie Scott & Co. are 
also stressing white as an accessory 
color in display cases along the main 
aisle in the first floor. 
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Clary with Lockwedge 
Shoe Corp. 


CoLumMBus, OHI0 — Lockwedge Shoe 
Corp. of America, manufacturers of 
Dr. M. W. Locke Shoes for women, an- 
nounced recently the appointment of 
W. L. (Bill) Clary as their sales rep- 
resentative in the States of Kansas, 
Oklahoma, Texas, Louisiana, Arkansas 
and part of Tennessee. 


WILLIAM L. CLARY 


Mr. Clary resigned as buyer for the 
shoe department of Goldstein-Migel, 
Waco, Texas, to accept this position. 
Prior to that he was buyer for seven 
years at A. Harris & Co., Dallas. 


Boston Shoe Club 
Flects Officers 


Boston, Mass.—Dr. Gerhart H. 
Seger, former member of the German 
Reichstag and of its Foreign Relations 
Committee, also a guest of Hitler in a 
concentration camp, entertained mem- 
bers of the Boston Boot and Shoe Club 
at a recent meeting with a talk on the 
reasons why Germany won’t fight and 
her serious economic situation at the 
present time. 

Following, the report of the Nomina- 
tion Committee was given by Eugene L. 
Wyman, of the United States Leather 
Company, after which officers were 
elected to serve during the 1939-1940 
term. Officers are as follows: 

President and treasurer, Frank B. 
Masterson, Hub Shoe Company; first 
vice-president, Louis H. Salvage, Louis 
H. Salvage Shoe Company; second vice- 
president, Frank C. Donovan, F. C. 
Donovan, Inc.; third vice-president, 
James P. O’Brien, Williams Cut Sole 
Company; secretary, Maxwell Field. 

Executive Committee: Charles T. Ca- 
hill, United Shoe Machinery Corpora- 
tion; John E. Daniels, John E. Daniels 
Leather Company; Arthur L. Evans, 
L. B. Evans Sons Company; Harry E. 
Gardner, American Oak Leather Com- 
pany; James T. Gormley, Day-Gorm- 
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Dt. Danis 


Anti-Friction 
SHnHoe 


FEATURE A FEATURE SHOE! 


Modern Merchandising places particular emphasis 
upon “sales features” as an essential part of every 
retailing problem. 


The Dr. Geo. R. Davis Anti-Friction Shoe offers such 
sales compelling features, the effective merits of 
which are easily demonstrated and readily apparent. 
Write for agency plan for localities still open. 


“ADJUSTABLE BY LACING”’ 


The foot is kept in its proper position in 
the shoe and throughout the entire life 
of the shoe. 


Arches vary, but the Dr. Geo. R. Davis 
Anti-Friction shoes fit them all. 


"THOMPSON BROS. SHOE (¢ 


FINE SHOEMAKERS 
BROCKTON 
CAMPELLO, MASS. 


“Famous makers of CORRECTIVE SHOES of all TY PES” 


ley Leather Company; William F. to Charles H. Ackerman. Both style 


Hickey, John R. Evans & Company; 
Roy T. Johanson, Eagle Shoe Mfg. Com- 
pany; Samuel Langer, Langer-Lippman 
Company; W. J. McHenry, Linen 
Thread Corporation; John F. Murphy, 
Ohio Leather Corporation; A. A. Rog- 
ers, Proctor-Ellison Company; William 
M. Slattery, Slattery Bros., Inc.; James 
E. Wall, Wall-Streeter Shoe Company; 
and Paul C. Wolfer, W. L. Douglas Shoe 
Company. 


Open Women’s Department 


ALLIANCE, OHIO — Crawford’s, wo- 
men’s store here, opened a new women’s 
shoe department recently, and leased it 


and arch-type shoes will be carried. 

This store has moved to a new loca- 
tion at 416 East Main Street, into a 
completely remodeled building. Indi- 
rect lighting and air - conditioning 
throughout the store, both Summer and 
Winter, have been installed. 

The shoe department is located on 
the left side of the store, just beyond 
the hosiery, lingerie and bag depart- 
ments. Two indirectly-lighted show 
cases are set in the wall, and the de- 
partment is furnished with modernis- 
tic chairs in antique red leather 
trimmed in cream. A large front win- 
dow with modern fixtures has been in- 
stalled. 


| 
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rich authentic colors 
match popular shades of 
upper leathers 


2 
it lays flat in the shoe— 
does not wrinkle or scuff 


3 
fine, leather-like surface 
resists wear — keeps its 


good-looks 


WHERE 
LEATHER 


WON’T DO 


Use this quality substitute! 


RELETHA is superior in fin- 
ish, looks and wear. It has a 
fine, leather - like surface of 
rich, authentic coloring that 
matches the accepted shades of 


upper materials . . . lays flat in 
the shoe . . . does not wrinkle, 
curl or crack . . . can be de- 


pended upon to keep its good 
looks. Now-——-your sock linings 
can be an asset to your shoes 
-—ask your manufac:urer to use 
RELETHA or write us for 
samples and information. 


PROSPECT MILLS CORP. 
15 Chestnut Street, 
CAMBRIDGE, MASS. 


THA 


QUALITY SUBSTITUTE FOR LEATHER 
SOCK LININGS and HEEL PADS 


Michigan Travelers 
Elect Officers 


Detroit, MicH. -The annual election 
of officers of the Michigan Shoe Travel- 
ers Club was held recently at the Stat- 
ler Hotel. The active interest of the 
members was evidenced by the very 
large attendance. The following officers 
were elected: 

President, Bruce Dickman, of Crad- 
dock-Terry Co.; vice-president, Charles 
Harris, Hood Rubber Co.; secretary, 
-Moe Cantor, Simplex Shoe Co.; trea- 
surer, Frank J. McCloskey, of United 
States Rubber Co. 

The following were elected to the 
Board of Directors: Herman Meyer, 
Friedman-Shelby Shoe Co.; Frank 
Huetter, Conrad Shoe Co.; Clarence 
Armbruster, Ainsworth Shoe Co.; Al 
Cattell, Gerberick-Payne Shoe Co.; A. 
Brown, Sax Shoe Co.; Pete Howard, 
Walter Booth Shoe Co., and Lew Hall, 
Hamilton Brown Shoe Co. 


Rubin to Manufacture 


Pre-welts 


New York—Great Deal Shoe Com- 
pany, former manufacturers of pre- 
welts, has dissolved partnership. Jack 
Rubin is now forming his own com- 
pany, opening a plant to manufacture 
pre-welts at Zanesville, Ohio. 


Everit Mills Joins 
J. P. Smith Shoe Co. 


Cuicaco, ILL.—Everit Mills has re- 
cently been added to the sales staff of 


the J. P. Smith Shoe Company, this 


city, and will represent that firm 
the entire southern territory with 


in 
the 
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exception of Texas, with the J. & T. 
Cousins and British Walkers lines of 
women’s shoes. 

For the past six years Mr. Mills has 
been learning shoemaking and styling 
as a member of the staff in the factory 
of the J. P. Smith Shoe Co. in Chicago. 


Colella-Milano to Use 
Laird-Schober Name 


HAVERHILL, Mass.—Beginning with 
the coming Fall season, Colella-Milano. 
Inc., of this city, will manufacture « 
line of women’s shoes to retail in the 
$8.75 price bracket, using the Laird. 
Schober name. The shoes will be 
stamped Laird-Schober, Mass., to dis- 
tinguish them from the higher-priced 
line that will continue to be made by) 
Laird-Schober in Philadelphia. 

A national advertising campaign ha- 
been planned plus a liberal local ad 
vertising allowance to dealers. 

The line will be on display at the 
New York City headquarters of the 
company in the Marbridge Building. 
beginning May 8. 


_ 


SWEETHEARTS SELL SO 
FAST THAT NATIONAL 
ADVERTISING PAYS— 

because they LEAD in competi- 

a value AND are profitable to 

sell. 

YOU GET NEW AND RE- 
PEAT BUSINESS NOT OB- 
TAINABLE WITH “ANONY- 
MOUS” SHOES. 

See next Sunday's Ad in “Amer- 
ican Weekly” reaching over 6,800,- 
000 families. 

PRE-WELTS SCIENTIFIC 

DESIGN @® MOTHER’S FA- 

VORITE FOR GENERATIONS 
Packed in famous Cradle Carton. 
Sizes 1 to 9. Retail $1 to $1.39 

All patterns IN STOCK, also 9% to 12 

distributed in 

Chicago: KEEHN BROTHERS 

Boston: SPECTOR BROTHERS 

Cleveland: WHITNEY ROTH SHOE 


co. 
New York: 612 Marbridge Bldg., 47 W 
| 34th St. 
Write for Catalog and Literature 


A. S. KREIDER CO., Lebanon, Po. 


Ame 
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St. Louis Shoe Mfrs. 
Elect Officers 


St. Louis, Mo.—At a recent meeting 
of the St. Louis Shoe Manufacturers 
Association, A. E. Farrar, assistant 
general manager of the Friedman- 
Shelby branch of the International 
Shoe Co., was reelected president of 
the association for a second term. 


A. E. FARRAR 


A. G. White, of the Brown Shoe Co.. 
was elected treasurer of the associa- 
tion for the 15th consecutive year and 
A. M. Burton was named secretary for 
the 10th consecutive term. 

Other officers were elected as fol- 
lows: First vice-president, J. W. Howe. 
Johnson, Stephens & Shinkle Shoe Co.; 
second vice-president, C. L. Hein, Vi- 
tality Shoe Co. 

William R. Tweedie, of the Tweedie 
Footwear Corp., was elected to the 
board of directors, succeeding Frank 
R. Rice, formerly of Rice, O’Neill Shoe 
Co. Other directors were reelected as 
follows: William S. Milius, Milius Shoe 
Co.; E. J. Hopkins, Peters Branch, In- 
ternational Shoe Co.; W. E. Tarlton, 
Brown Shoe Co.; Theodore Samuels. 
Samuels Shoe Co. 


George F. Johnson Honored 
At Homecoming 


BINGHAMTON, N. Y.—George F. 
Johnson of Endicott-Johnson Corp., 
was greeted by a mass celebration 
when he returned to his home recently 
from a trip to the South. Greeted as 
“America’s business humanizer,” Mr. 
Johnson was welcomed by crowds. A 
flaming torch, carried from Johnson 
City, and bearing the inscription, 
“Peace, Loyalty, George F. Johnson,” 
Was presented by one group, while 
greetings from city officials included 
those by Mayor Joseph H. Kelly of En- 
dieott and Mayor Charles N. Kress of 
Binghamton. 

Olimaxing the afternoon’s activity 
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FOR STYLE 
FOR SERVICE 
FOR PRICE 


In Stock 


12%-3, 


B-C-D—$1.45 


Narrow Front Strap 
Patent Leather 


710 White Elk . 
8-C- 


DAINTY FOOTWEAR 


pk 


MISS VIRGINIA SHOES 


Littleway Lockstitch for 
reliability. Celluloid cov- 
ered wood heels in misses 
sizes. Genuine open toe 
lasts for open toe patterns, 
and proved and _ tested 
lasts for all styles. Pat- 
terns as beautiful and 
styleful as women’s shoes 
and tried out for perfect 


fit. Leathers that will 
stand up under real ser- 
vice. 

AND PRICES that put 
these little beauties in 
your largest volume 
brackets. 


These are only a few of the 
merits that have placed 
Miss Virginia in an en- 
viable and envied position 
in many leading stores. 
See these shoes, or at least 
write for our catalogue 
showing many more styles. 
Your own judgment will 
back our statements. And 
Remember. They are car- 
ried in stock. 


TERMS 5% /30 DAYS 


VIRGINIA SHOE COMPANY 
FREDERICKSBURG, VIRGINIA 


MANUFACTURERS 


was the presentation of the Forbes 
Medal and Scroll, awarded to Mr. John- 
son for having done the most to human- 
ize business. These were presented by 
Bruce L. Babcock, Endicott-Johnson 
Corporation treasurer, who received it 
recently at a luncheon in New York 
in behalf of Mr. Johnson. 


Tober-Saifer Open 


New Factory 


St. Louis, Mo.—A. E. M. Tober, sec- 
retary and treasurer of Tober-Saifer 
Shoe Company, St. Louis, Missouri, 
manufacturers and distributors of Jo- 
lene shoes, recently announced another 
complete expansion program. An addi- 


tional factory to manufacture their line 
is now starting production. The new 
plant is located at New Athens, Illinois, 
within the St. Louis manufacturing 
area. The factory has a capacity of 
1,600 pairs per day at present. How- 
ever, facilities are such that production 
can be increased up to 4,000 pairs daily. 

This is another step toward the con- 
centration of Tober-Saifer’s manufac- 
turing division nearer to their home 
office at 1204 Washington Avenue, St. 
Louis. 

Mr. Tober also announced that sales 
offices and warehouse space at the home 
office in St. Louis will be increased over 
100 per cent for Fall, 1939. 

The new factory at New Athens will 
be known as Selwyn Incorporated. 
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Get the 
ANSWERS 


to these questions 
in four days! 

WHAT PATTERNS 

WHAT MATERIALS 
WHAT PRICES 
WHAT VOLUME 


for Fall and Winter 


? 


This—and much more 
valuable information— 
will be available at the 
only official, mid- 
season show. 


the company presided. C. L. Hein, sales 
manager, presented the Vitality mer- 
chants and salesmen. B. A. Gray, presi- 
dent of the International Shoe Com- 
pany, addressed the visitors and 
salesmen briefly. 

The style review which was presented 
by Charles E. Goodrich, stylist, af- 
forded an occasion to all to observe the 
newest patterns and combinations. 

Mr. Goodrich explained the detail 
and importance of the patterns as they 
passed along the runway and each 
model carried a card naming the pat- 
tern being modeled, the number of the 
last and the heel height, so that data 
could be taken on each shoe presented. 

Announcement was made that the 
same suggested retail price plan as 
last season would be effective. No 
changes or additions in the sales force 
were made. 


Gilblom Joins Bourbeuse 


Shoe Co. 


Union, Mo.—Abe Gilblom, who has 
traveled Illinois, Indiana, Wisconsin 
and Michigan for the past 12 years for 
the KDK Shoe Company, recently re- 
signed from that organization to join 
the newly-organized Bourbeuse Shoe 


JUNE 


5 
HOTEL STATLER 
PARKER HOUSE 


NEW ENGLAND SHOE & LEATHER 
ASSOCIATION, 210 Lincoln St., BOSTON 


Vitality Salesmen Meet 


ABE GILBLOM 


Company. Mr. Gilblom has become 
financially interested in the new com- 
pany and was immediately elected to 
the board of directors as well as vice- 
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St. Louis, Mo.—During the week of 
April 17, sales representatives of the 
Vitality Shoe Co. met in St. Louis for 
a review and study of the Fall styles 
and of conditions ahead in the new sea- 
son. 

This meeting marked the tenth anni- 
versary of the Vitality trademark and 
the occasion was observed at the sales 
dinner on Monday night at Hotel Stat- 
ler when the new styles were presented 
on the runway before the sales force, 
company executives and a number of 
visiting merchants. 

A. B. Fletcher, general manager of 


president of the firm. In addition he 
will also be sales manager. 

Mr. Gilblom will continue to repre- 
sent the Bourbeuse line on the road in 
his territory, where he is well known 
and expects to begin in his territory 
around May 1. 


Shoe Men to Hold 
Joint Meeting 


MILWAUKEE, Wis.—A joint meeting 
of the Milwaukee Shoe Retailers’ Asso- 


ciation, officers of the Wisconsin Shoe 
Retailers’ Association and the Wiscon- 
sin Shoe Travelers’ Association will be 
held May 11 at 8 P. M. at the Plank- 
inton hotel, here, for the purpose of 
completing plans for the annual con- 
vention of the state association to b- 
held at the Plankinton, June 18, 1: 
and 20. 

This meeting will also be the annua! 
gathering of the Milwaukee associa- 
tion, at which time new officers wi!! 
be named. Present officers of the loca! 
association are as follows: 

T. H. Kuecker, Nunn-Bush Shoe Co. 
president; Jack Wetzel, Florsheim Shoe 
Co., vice-president; W. F. Wuer!l, 
Peschke Shoe Store, secretary, and Ed 
Schneider, treasurer. 

Directors are John Geisinger, Charle: 
M. Roussey, Charles Collar, William 
F. Grabel, Ed Hafemeister, Henry Le- 
may, F. C. Horton, Joseph Schumacher 
and Ray Morden. 


Iowa Shoe Travelers 


Hold Meeting 


Des Mornes, Ia.—A meeting was 
held recently of the Iowa Shoe Tra- 
velers’ Association at Hotel Fort Des 
Moines, at which it was reported that 
more than twice the number of sample 
rooms had been requested for this 
year’s Iowa Shoe Fair, as had been 
signed for at this time last year. The 
association is looking forward to the 
Fair with confidence and enthusiasm. 

A committee was appointed to se- 
cure permanent headquarters for the 
Association. Ed Ochsner was named 
chairman, to be assisted by O. R. Blech- 
inger and Harry Stanford. F. H. Meis- 
ner was named to prepare a visitors’ 
directory for the coming convention. 


New Haddon Store Opened 


GRAND’ MicH.—Haddon’s 
Shoes have opened a store at 208 Mon- 
roe Ave., N. W. The modern store is a 
fine addition to the downtown area. 
The front has been built in the modern 
mode. A spacious lobby with display 
case has a terrazzo floor. This arrange- 
ment gives ample room for show win- 
dows. The exterior has buff structural 
glass and forms a background for the 
porcelain block letters upon which green 
tubing is mounted. The letters are 
black-faced with crimson sides. 

The interior is in keeping with the 
modern exterior. 


A. L. Slavens with 
Howard & Foster 


Brockton, Mass.— A. L. Slavens, 
well known shoe representative i: the 
South, has joined the selling staf of 
Howard & Foster, Inc., Brockton, man- 
ufacturers of men’s fine shoes, an: wil! 
represent that firm in the entire -outh- 
eastern territory, from Richmond. V2. 
west to the Mississippi, and sout!. 
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SPORTINGAK SPECIAL ANKLE SUPPORT 


OPENED 
SMOWING 


and a cookie insole. 


No. 1702—White Elk Boot 
No. 1722—White Elk Oxford 


82 to 12 A to D 
5’2 to 8 B to D 
1242 to 3 A te D 


Spring Heel—$2.30 


Spark Tip—8'2 to 3—.15 extra 


Send for our catalog showing these and fifty other styles of 
infants’ and children’s shoes carried in stock. 


EPHRATA SHOE CoO., INC. 


EPHRATA, PENNSYLVANIA 


TWO FEATURE SHOES. . 


That are outstanding in a full line of Ephrata Welts and Prewelts 
that are known from Coast to Coast as representing Quality, 
Style and Study in shoes for the younger child. 


CARRIED IN STOCK 


Constructed with a counter running to the top of the shoe reinforced with a 
surroat or «flexible metal strip, and giving full support yet without corset-like stiffness. 


ANKLE, SUPPLE 
AND FIRM 


SPORTINBAK 


402 White blucher boot, 2 
402 Whi'e blucher boot, 6'/2 


ORTHOPEDIC GOODYEAR WELT... 


A shoe to follow up the Sportinbak. Its features in design are 
shown in the las: outline to which are added a long inside counter 


No. 1702—Tan Elk Boot 
No. 1725—Tan Elk Oxford 


to 6, spring heel, $1.40 
to 8, spring heel, $1.60 


Southeastern Travelers 
To Meet in Charlotte 


CHARLOTTE, N. C.—A large number 
of commercial traveling shoe salesmen 
in the Southeastern section of the coun- 
try recently met in the Hotel Charlotte, 
Charlotte, N. C., made plans, drew up 
by-laws and constitution, and formed 
an association, naming it the South- 
eastern Shoe Travelers’ Association, af- 
filiated with the National Shoe Travel- 
ers’ Association, Inc. Officers were 
elected as follows: President, Roger 
Williams, Charlotte, N. C., Pennant & 
Jefferson Shoe Companies, St. Louis, 
Mo.; vice-president, George P. Bomar, 
Atlanta, Ga.; Blue Ribbon Shoe Makers, 
St. Louis, Mo.; secretary, R. L. Lindsey, 
Charlotte, N. C., Williams Manufactur- 
ing Company, Portsmouth, Ohio, and 
treasurer, Louis “Bud” Gerland, At- 
lanta, Ga., Forest Park Shoe Company, 
St. Louis, Mo. 

They have decided to join with the 
shoe retailers of that section to put on 
the shoe show and convention to be held 
on May 15-17, at the Hotels Charlotte 
and Selwyn, this city. Arrangements 
have been made to conduct this show as 
is done by the Southwestern Shoe Trav- 
elers’ Association. All shoe travelers 
who are members of associations af- 
filiated with the National Shoe Travel- 
ers’ Association will receive every cour- 
tesy and equal privileges with the 
members of the Southeastern Associa- 
i Those who are not members of 


an affiliate of the national will be re- 
quired to join the Southeastern Asso- 
ciation. 

Retailers and salesmen attending the 
show will have an opportunity to buy 
and sell shoes for the coming Fall, and 
they will also have a splendid time as a 
program for their entertainment has 
been arranged. 

The formation of this association 
gives the national body representation 
in every section of the country. 


Thompson Named J. Edwards 
Ad Manager 


PHILADELPHIA, Pa.—Jack B. Thomp- 
son has recently been appointed adver- 
tising manager for J. Edwards & Co., of 
this city, succeeding Mr. Frazier in that 
position. He brings to his new position 
a fine background of advertising and 
merchandising experience, most re- 
cently as both account executive and 
copy production for the Craig agency 
of Wilmington, Del., and prior to that 
as western representative for The 
Manufacturers Record. 


Peirce & Son Open 
New Store 


PROVIDENCE, R. I.—Thomas F. Peirce 
& Son, Inc., has opened a retail shop 
in the Howard Building, following the 
closing of their store at the corner of 
Dorrance and Westminster Streets. 


General Shoe Shipments 
At Record High 


NASHVILLE, TENN.—A new record 
for shipments to customers was made 
by divisions of the General Shoe Cor- 
poration, Nashville, during the month 
of March, according to announcement 
by W. M. Jarman, president. 

Total shipments for all selling di- 
visions of the corporation during the 
month amounted to $1,762,036. This 
was the largest “shipping month” since 
the founding of the Nashville organiza- 
tion in 1924. 

The shipments for March topped by 
$123,319 the best previous month in the 
history of the corporation—September, 
1938, when shipments totaled $1,638,717. 

Shipments for the month also rep- 
resented a gain of $481,865 over ship- 
ments for March of 1938. 


La Valle Opens Bag Division 

New York—With the purchase of 
Maison La Rue, Inc., La Valle, Inc., 
announce the opening of their Bag Di- 
vision, to be operated under the name 
of Mestron La Rue, Inc., at 38 West 
32nd Street. An extensive range of 
handbags created for fashion promo- 
tion with La Valle shoes will be offered 
at the new showrooms. In addition, a 
complete range of advance models in 
the newest colors and materials will 
be featured for promotion by bag de- 
partments. 
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CASH IN ON JoB LOTs 


of Nationally Known 
High Grade Women's Shoes 
for: 


Smash-hit sales 
Promotions 
Cancellation stores 
Outlet stores 
Every Pair Fresh, Perfect and Timely 
BARIS SHOE CO., Inc. 
79-81 Reade St. New York City 


Nurses’ Shoes 


Retainin 
SES’ OXFORDS 


Made on the 
NEW OSCO 
SUPER PLIABLE 


Process 
IN-STOCK 


Flexible, Sha 
NU 


* 


OWENS SHOE Co. 


4D. 28 Goodhue St., Salem, Mass. 


Blue Volume Seller 
In Chicago 


Cuicaco, ILu.—Blue has rapidly as- 
sumed marked importance as a leading 
shoe color in the Chicago area, espe- 
cially in the loop stores. Although pat- 
ent leather continues the volume seller 
in outlying stores and in the lower 


Dates to Remember 


Fall Shoe Fashion Guild of 
America, Hotel Biltmore, New York 
May 9, 10, 1939 


First Annual Convention Southeast- 
ern Shoe Travelers Association, Ho- 
tels Charlotte and Selwyn, Char- 
May 15, 16, 17, 1939 

Annual Convention, Illinois Shoe Re- 
tailers and Shoe Travelers, Pere 
Marquette Hotel, Peoria, Ill. 


May 21, 22, 1939 
Monthly Shoe Buyers’ Days, Shoe 
Travelers Association of Chicago, 
Morrison Hotel, Chicago, Ill. 
May 22, 23, 1939 
Southwestern Shoe Travelers Associa- 
tion Style Show and Market Season, 
Adolphus Hotel, Dallas, Texas 
May 28, 29, 30, 31, 1939 
Pacific Northwest Shoe Retailers As- 
sociation Annual Convention, Hotel 
Olympic, Seattle, Wash. 
May 28, 29, 30, 31, 1939 
20th Annual Boston Shoe Fair, Hotel 
Statler and Parker House, Boston, 
June 5, 6, 7, 8, 1939 
Midwest Shoe Fair, Netherland Plaza 
Hotel, Cincinnati, Ohio 
June 11, 12, 13, 1939 
lowa Shoe Travelers Association Con- 
vention and Style Show, Des Moines, 
Jane 11, 12, 13, 1939 
Annual Convention, California Shoe 
Retailers Association, Hotel Bilt- 
mere, Los Angeles, Calif. 
June 11, 12, 13, 14, 1939 
Annual Convention, Wisconsin Shoe 
Retailers’ Association, Plankinton 
Hotel, Milwaukee, Wis. 
June 18, 19, 20, 1939 
Michigan Summer Shoe Fair, Pant- 
lind Hotel, Grand Rapids, Mich. 
June 25, 26, 27, 1939 
Atlanta Shoe and Ready-to-Wear Ex- 
position, Atlanta-Biltmore Hotel, 
Atlanta, Ga. .......... July 3, 4, 5, 1939 
Pennsylvania Shoe Travelers Associa- 
tion Tri-State Shoe Mart, William 


lotte and Selwyn, Charlotte, N. C. 
July 9, 10, 11, 12, 1939 


Atlanta Shoe Fair, directed by Robert 
Hotel 


Grady, At- 
July 9, 10, 11, 1939 
National Industrial Stores Associa- 
tion Convention, Lord Baltimore 
Hotel, Baltimore, Md. 
July 24, 25, 26, 1939 
Annual Convention New York State 
Shoe Retailers Association, Hotel 
Seneca, Rochester. 


4 
September 10, 11, 12, 1939 
Official Opening of American Leathers 
and Style Conference for Spring, 
1940, Waldorf-Astoria Hotel, New 
ees September 18, 19, 1939 


price ranges, blue in dark, bright and 
light shades has surpassed patent in 
the better salons and higher price 
ranges. O'Connor & Goldberg have 
been placing considerable emphasis on 
all shades of blue both in their lower 
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are as “modern —as tomorrow" — and so 
are the new: Squore transparent display 
boxes we can supply, with pique and other 
fabric booties and novelties in the small 0-2 
size run. Make a showing of these spectacu- 
lar units—they'll help dramatize your service 
to the younger children. 


MRS. DAY'S 


IDEAL BABY SHOE CO. 
DANVERS, MASS. 


and higher priced ranges. In the $3.95 
group they have been promoting night 
blues as “a sensation in smart shoes!” 
In the higher price ranges, promotion 
stresses “Blues! No matter what shade 
you seek—if it’s smart—it’s here.” 


Alexy Store Modernized 


BETHLEHEM, Pa.—Paul Alexy, Sr., 
has completely remodeled his establish- 
ment at 63 West Broad Street. An en- 
tirely new front of tan glass and set- 
ting, with black trim, has been in- 
stalled, together with a terrazzo en- 
trance. Large and modern display win- 
dows have been added, the arrangement 
being of a unique design. The front of 
the building is illuminated by a neon 
sign in a new scheme of fluorescent 
tubing. 

The entire store has been equipped 
with a new type shelving which is con- 
sidered an innovation in shoe stores. 

No small measure of success has been 
enjoyed by Paul Alexy in the thirty- 
nine years that he has been in the shoe 
business in Bethlehem. He is extremely 
well liked and is very active in civic 
affairs. It is almost a religion with him 
that every patron must be correctly 
fitted and that they receive absolutely 
full value. The fortieth anniversary 
will soon be appropriately celebrate! 
by the store. 
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WHERE 
BUY 
Work Shoes 
’ STEEL TOE 
POPULAR PRICED 
iS Carried in Stock 
GOODWILL SHOE 
MRS. DAY'S 
FLEXIBLE Wa/king 
SHOES 
met Charlotte Shoe Show, Hotels Char- 
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FEATURE SHINOLA 
WHITE FOR 
SUMMER PROFITS 


OU take no chances when you sell Shinola 

White Shoe Cleaner! Neither do your 
customers. Printed right on the carton is our 
double-money-back guarantee of complete cus- 
tomer satisfaction. No trouble or red tape for 
you... the customer can return the package 
to Shinola if he’s not satisfied. 

Put this guarantee to work for you! Let it bring 
you larger volume . . . more profit on white 
cleaner this summer. Display Shinola White .. . 
the guaranteed white shoe cleaner! 
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Soles and Heels 


No SPREAD, No CURL, No BULGE 
of 
METAL FLEX & LITHOX Soles & Heels 
The popular feature today 
THE LITHOX corp. 
WAPAKONETA, OHIO, U. &. A. 


Children's Footwear 


SHOES 


BAND LASTED 
CHILDREN’S 
Finest Quality 


New Men’s Factory 
In Worcester 


WorRCESTER, Mass.—A new shoe fac- 
tory will be opened in the old Simplex 
Piano Building at Exchange and Sum- 
mer Streets, about May 1, it was an- 
nounced by John E. F. Foote. The 
concern, Mr. Foote head of the com- 
pany said, will employ between 80 and 
100 men. 

Mr. Foote, who was formerly with 
the H. A. Brown Shoe Company and 
the Wiley-Bickford-Sweet Company, said 
the plant represents an investment of 
about $50,000. Dress shoes for men 
will be manufactured. 


Appointed Ad Manager 
For General Shoe 


NASHVLLE, TENN. — Appointment of 
Tom Fuqua as advertising manager of 
the General Shoe Corporation was an- 
nounced by Maxey Jarman, president 
of the corporation. 


TOM FUQUA 


Mr. Fuqua has been connected with 
the advertising department of the cor- 
poration for the past three years. He 
formerly was a member of the editorial 
staff of the Nashville Tennessean, and 
at the time he joined General Shoe 
Corporation had been covering the state 
political round for the Tennessean. 

After receiving his preparatory edu- 
eation at Webb School, Bell Buckle, 
Tenn., Mr. Fuqua attended Vanderbilt 
University, where he was graduated 
with the degree of Bachelor of Arts 
in 1932. 


Savings in R.R. Fares 
This Year 


Boston, Mass.—All members of the 
trade—shoe buyers, manufacturers and 
salesmen—who are planning to attend 
the Twentieth Annual Boston Shoe Fair 
on June 5, 6, 7 and 8, are urged by 
Maxwell Field, manager of the Boston 
Shoe Fair and secretary of the New 
England Shoe and Leather Association, 
to investigate the substantial savings 
in railroad fares which are being of- 
fered this year in connection with New 
York’s World Fair. 

“Round trip rates to Boston from all 
distant points in this country and Can- 
ada are the lowest in 25 years,” he 
points out. Also note that a stop-over 
is permitted in New York. Ask your 
local railroad agent for the Round Trip 
Summer Tourist Rates to Boston if your 
city does not appear below: 

Atlanta, $59.15; Chicago, $58.65; Cin- 
cinnati, $53.85; Cleveland, $39.20; Dal- 
las, $91.05; Denver, $101.70; Detroit, 
$47.30; El Paso, $120.05; Los Angeles, 
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* HANNAHSONS ° 


Pally 


IN STOCK 


B-1715 White Kid 
with Pleats. $2.10 


B-5011 White 
Linen with Pleats 
$1.90 


B-1709 Black Pat- 
ent Leather with 
$2.10 


16/8 Cuban Heel 
AA and B Widths 


Our In-Stock Department assures service sec- 


AMERICA'S LARGEST 
IN-STOCK SANDAL DEPARTMENT 


F[ANNAHSONG,, 


HAVERHILL, MASS. 


$147.40; Louisville, $59.85; Miami, 
$85.05; Minneapolis, $81.05; Montreal, 
$20.00; New Orleans, $81.40; New 
York, $13.80; Pittsburgh, $40.20; St. 
Louis, $69.75; San Francisco, $147.40; 
Savannah, $58.15; Seattle, $146,70; 
Toronto, $41.25. 


York Retailers Hear 
“Bill of Rights” 


York, Pa.—Attorney Norman Petow 
gave an interesting address on “The 
Bill of Rights” at the April meeting of 
the York Shoe Retailers association 
when the association was the guest of 
Jack Freedman, realtor. 

Mr. Petow stressed the importance of 
keeping in the historic document, which 
the framers of the constitution guaran- 
teed, the “life, liberty and pursuit of 
happiness” for every individual in the 
land. He pointed out vividly the free- 
dom which is ours and which we should 
have in perpetuating the bill of rights 
to create greater happiness for all man- 
kind. 

At the short business meeting the 
organization laid plans for a contest to 
be staged among the sales people in the 
stores of the members, the details of 
which will be announced at « later date. 

The members reported a good Easter 
business and expressed a hopeful out- 
look for a favorable amount of bu-i- 
ness during the remainder of the Spring 
season and the Summer. 
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TALKING WINDOWS START THE SALE 


DOWS START THE SALE 


For Your World’s Fair 


Window Trim 
PRICE TICKETS and CARDS 


Any assortment 
of price tags: 
6 Doz. $1.10 
12 “ $2.00 


new play 


Merchants Service Dept. 


BOOT AND SHOE RECORDER 
209 S. State St., Chicago, Ill. 
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ALKING WINDOWS START THE SAL 


m JIVS 3H1L LYVIS SMOGNIM ONINIVL @ LYVIS SMOGNIM SNINIVL 


¥.. are cordially invited to attend 


Beachcraft’s showing of glamorous. 


mer selling. 


During the Guild Show 
HOTEL NEW YORKER 
Rooms 627 and 628 


Beachcraft 
Sandal Company, Inc. 


Show Rooms: Marbridge Bldg., 47 W. 34th, 


“Tony” Sarubbi, in charge of sales. 


A novel idea in 
wooden soles. Curli- 
cue heel. Upper of 


natural rabana straw 
combined with brown 
kid. Available also in 
natural and blue; 
natural and red. 


shoes for Spring and Sum- 


May 8, 9, & 10 


New York City 


Tel. LOngacre 5-2476 
10-12 Jones St., New York City. 
Tel. CHelsea 2-7798 


Closed Back Shoes Sell 
In Volume 


St. Louis, -~Mo.—Real surprise in 
Famous-Barr Co.’s women’s shoe selling 
this season was the closed back with 
open toe that has sold in volume, al- 
though open toe and open back shoes 
have also had good selling success ac- 
cording to reports from the women’s 
shoe section. 

Considerable favorable interest has 
been displayed in blues although tans 
are showing real strength as the sea- 
son progresses. Patent leathers have 
had a good buying spree. The sandals 
have had no trouble in being moved 
and it is expected that they will be 
leaders throughout the Summer, and 
meshes have suddenly come forward to 
sell nicely. 

While nail heads have not come up 
to expectation, high heel shoes have 
been good leaders and have not fallen 
off although the season would indicate 
less popularity of this line. 

With beige dresses quite popular this 
season the dark brown shoes have been 
in constant demand and make for a 
real selling combination with the gar- 
ment mentioned. 


The whites have not come forward | 


Tapidly as yet, principally because of 
the prolonged cold spell in this section 
which has kept Summer shoe buying 
fairly well under cover, although it has 
had a good effect in establishing a rea- 


Selling for this Summer is expected 
to run strong on the whites and browns 
and whites are looked to as good lead- 
ers. Dark, practical walking shoes will 
begin to receive promotion in connec- 
tion with the World Fairs in progress 
in New York and San Francisco and 
store advertising copy will give the 
dark shoes a certain push to boost sales 
in this sometimes neglected line in Sum- 
mer. 


New Store Opened in Bank 


StroupssurG, Pa. — Stroudsburg’s 
Main Street underwent another facial 
operation recently when the old First 
National Bank Building, more recently 
occupied by the Wycoff Electric Shop, 
was completely remodeled for the Wy- 
coff Shoe Store. A new window was in- 
stalled in the lobby entrance, the floors 
completely carpeted and new furniture 
of chrome and leather added. No detail 
was neglected in making this a modern 
store for the correct fitting and the 
proper merchandising of fine lines of 
men’s, women’s, and children’s shoes, 
each occupying its own department. 

This store will be under the capable 
management of Frank J. Weller, who 
has been with Wycoff’s for many years. 


Summer Shoes Selling 
In Chicago 
Cuicaco, ILL.—Although there have 


sonably good trade in the darker models. been few displays and promotions and 


only a slight mention in advertisements, 
Summer shoes have already begun to 
sell in some of the local better shops 
and departments. Thus far brown and 
white spectators and natural linen and 
brown combinations have been the best 
sellers, although there have also been 
some all whites. Retailers report that 
although some of these have been pur- 
chased for cruise and southern wear, 
many of them are being purchased by 
women who indicate they are buying 
now when there is a greater variety and 
choice of styles. This indicates they be- 
lieve a growing tendency on the part 
of women buying better shoes to keep 
ahead of the styles and to buy so that 
they can greet the seasons when they 
come rather than having to rush to buy 
to keep up with them. 


Reading Store Adds Space 


READING, Pa.—Thirty feet additional 
space is being added to the Wetherhold- 
Metzger Shoe Store, “the Arch Pre- 
server Store,” through alterations which 
are being made, it is reported by D. S. 
Dietrich, manager. 

A Thrift Style Shop is being added 
in the basement in which shoes for 
adults will range from $1.98 to $2.98, 
and shoes for children will start at $1. 

In addition to providing more room 
for the receiving department, the al- 
terations will make possible seating to 
accommodate twenty more patrons. The 
main floor, under the change, will ex- 
tend 175 feet. 
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Dancing Shoes and Taps 


PROFESSIONAL TAP DANCE SHOE 
IN-STOCK 


Leather Soles 


Equip 
FALL and WINTER 
SHOES 
with 
LEATHERPLUS 
protection 


A more flexible 
. . longer wearing .. . 
completely waterproof 
r sole. 
ASK US! 


VAN TASSEL LEATHER CO. 


NORWICH, CONN. 
Makers of VAN TAN innersoles 


Enlarged Shop Holds 
Formal Opening 


MapIson, W1s.—Spoo and Stephan re- 
cently observed the formal opening of 
their enlarged and redecorated shop at 
18-20 N. Carroll St., here. The re- 
modeled store has twice the space of the 
former shop. New composition ceilings, 
rubber tile flooring, golden oak fixtures 
and a rear wall of glass brick have been 
installed. Special features include a 
unique floor light in the shoe depart- 
ment and a ladies’ lounge and powder 
room. Robert A. Wittwer is manager 
of the store’s shoe department. 


Obituaries 


John B. Hadaway 


Boston, Mass.—John B. Hadaway, 
well known inventor of shoe machinery, 
and for many years associated with 
the Research Division of the United 
Shoe Machinery Corporation, died at 
his home in Swampscott, Sunday, April 
16. Mr. Hadaway had been enjoying 
with friends and relatives who had 
gathered for the occasion, the celebra- 
tion of his 74th birthday, the imme- 
diate cause of his death being a heart 
attack. 
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hd 
IN STOLK PRE WELTS 


MAkE Elam's your year round 
dependable source for a well 
balanced stock of correct and 


appealingly styled shoes for 
youngsters. Write for catalog. 


iF. S. ELAM SHOE CO. 


CLINTON AVE N -ROCHEST 
D)STRIBUTORS 
NEW YORK. 439 Marbr 
BOSTON Lone Bros 
NEW ORLEANS B 
OS ANGELES Briton Shoe 
CLEVELAND 


HICAGO Heo 


JOHN B. HADAWAY 


Mr. Hadaway had achieved promi- 
nence in the shoe machinery field prior 
to the formation of the United Shoe 
Machinery Company in 1899, being the 
inventor of the Goodyear Stitch Sepa- 
rator and many other improvements in 
shoe machinery. He was retained for 
many years by the Goodyear Shoe Ma- 
chinery Company and the Gem Insole 
Company, and did not enter the employ 
of the United Company until 1907, 
since which time he has continued ac- 
tive in the company’s affairs. 

He was a member of the Quarter 

= Century Club of the United Shoe Ma- 
chinery Corporation, a member of the 
American Society of Mechanical Engi- 
neers, Mount Carmel Lodge, A F & 
A M of Lynn; the Olivet Commandery 
of that city and Aleppo Temple of Bos- 
ton. 

Funeral services were held at his late 
residence, Wednesday, April 19, at- 
tended by a large delegation of officials 
and friends from the United Shoe Ma- 
chinery Corporation as well as relatives 
and neighbors in Swampscott, where he 
had resided for many years. 

He is survived by his widow Florence 
S. (Loring) Hadaway and two sisters, 
Mrs. Anne Seymour of Plymouth and 
Mrs. Kate Rice of Boston. 


John H. Fiebing 


MILWAUKEE, Wis.—John H. Fiebing, 
74, founder and head of the Fiebing 
Chemical Co. for nearly 50 years, died 
April 12 in a local hospital of a heart 
ailment. In his youth, Mr. Fiebing 
spent six years in Germany and Aus- 
tria studying the principles of leather 
chemistry and upon his return to Mil- 
waukee joined the laboratory of the old 
Pfister & Vogel Leather Co. Later he 
organized his own company. 

Mr. Fiebing is survived by his widow, 
two daughters and two grandchildren. 


John F. Thompson 


ATLANTA, GA.—Funeral services for 
John Floyd Thompson, for twenty years 
floor manager for the ladies’ shoe de- 
partment at Rich’s, Inc., were con- 
ducted at Spring Hill on Friday, Apri! 
21, with interment at Crawfordville, 
Ga. He was a brother of Oscar Thomp- 
son, prominent Atlanta retail shoe man. 
for many years lessee of Rich’s shoe 
department. 


George R. Virmond 


MILWAUKEE, Wis.—George R. Vir- 
mond, 63, secretary and treasurer of 
the Caspari & Virmond Shoe Co., here, 
died April 19 in a local hospital. A 
native of Milwaukee, Mr. Virmond had 
been associated with the retail shoe firm 
for many years. 
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So you want to put 9 
them back on 


HARD 


Well, they won't stand for it 


$2,059,225 a year is spent on shoes by the men in 200 
of the country’s 850 major colleges and universities, 
as shown by a recent purchasing power survey. 

This college market, being one of the most lucrative 
retail markets in the country, was a “natural” for our 
survey on the question of rubber heel preferences. 

Overwhelmingly, college men, as shown in the fig- 
ures below, prefer rubber heels over hard heels. 

From Columbia to U. C. L. A.... from Harvard to 
Georgia Tech... from Yale to U. of Va... . college 


men told men conducting these surveys that rubber 
heels are “tops.” 


The university vote went as follows: 


AT HARVARD 
89% showed strong Rubber Heel preference. 


AT COLUMBIA 
83% said they were Rubber Heel fans. 


RUBBER MANUFACTURERS ASSOCIATIO 


AT U. OF VIRGINIA 
84% indicated Rubber Heels preferred. 


AT YALE 
75% believed in Rubber Hee! comfort. 


AT U. OF CALIFORNIA ATL. A. 
75% insisted on Rubber Heels. 


And at U. of Penn., Georgia Tech., and U. of Michi- 
gan we found likewise a marked preference for Rubber 
Heels. 

College business is important to dealer and manu- 
facturer. It represents the formative years of potential 
customers for years to come. If these college men prefer 
rubber heels now, they will prefer them as long as 
they wear shoes. 

Therefore, you can’t neglect this market—you can't 
afford to forget that with college men the demand is— 


Heels 


444 Madison Avenue 
New York, New York 
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| ROBERTS, JOHNSON & RAND Branch ‘of International Shoe Co. 


The heel base is the very foundation of a shoe. 
It ought to be leather to wear well and to have 
proper repair value? Poll-Parrots are always 
made with leather heel bases ... and with leather 
counters, insoles and outsoles as well ...to make 
them outstanding values. Poll-Parrots win con- 
sumer acceptance on a quality basis. They bring 
repeats and build your business soundly. And in 
addition, there’s every pattern imaginable, from 
staple to novelty, in a complete range of lasts. 
Poll-Parrots are America’s complete juvenile 
line in every respect. 


ST. LOUIS, MO. 


Trade Barriers Cause 
Apprehension 
[CONTINUED FROM PAGE 47] 


It was the consensus of opinion of 
members of the conference that wher- 
ever sales tax laws are supplemented 
by use tax statutes, the adoption of 
set provisions to compensate differ- 
ences as between the states would serve 
to correct any tendency toward the 
raising of barriers to interstate trade 
by “use taxes.” 

Among the 500 delegates represent- 
ing 35 of the 48 states, were a number 
of governors including Hugh L. White, 
of Mississippi, Carl E. Bailey of Ark- 
ansas, Julius J. Heil of Wisconsin, and 
Homer A. Holt, of West Virginia. 
Robert H. Jackson, solicitor general of 
the United States, as one of the main 
speakers warned that any further 
strengthening of trade barriers was a 
threat to national unity and the demo- 
cratic system and pointed out that: 
“Only by free trade among the States 
can capital engage profitably in mass 
production and transportation and dis- 
tribution.” He further stated: ‘It has 
been the American commercial ideal 
that each workman, each farmer and 
each producer should be stimulated by 
the knowledge that he might seek the 
whole nation as his market and stand 
equal with all competitors. Each Amer- 
ican home should know the whole na- 
tion as its treasure house from which 
its needs might be freely supplied. That 
ideal we cannot sacrifice to a self-de- 
feating local selfishness.” 


Fort Worth Store in 
New Location 


Fr. WortH, Tex.—The W. L. Douglas 
Shoe Store has moved from 608 Main 
Street to 908 Main Street in Fort 
Worth. The new location has a mod- 
ernistic front and modern equipment 
throughout. H. M. Newton is manager, 
and H. W. Aspin is assistant manager, 
being with this store 23 years on May 1. 

Since the store has moved to more 
modern quarters in this new block, the 
management has found that more 
higher-priced shoes are being sold, and 


Custom Finishing Window Attracts Men 


Chicago, 1.—This attractive men’s shoe «i 


used r tly by Klee Brothers, 


cxclusive men’s clothing store in this city, is en around a enstom bootmaker’s 

bench with the central theme the hand-staining of shoes. A very large brush 

with a small colorful jug of staining fluid were used with a large, custom-finished 
skin to convey the idea that attracted a great deal of favorable interest. 


customers coming in now ask only for 
shoes, and no longer designate a price, 
such as the $3.50 shoes, which was the 
case at the other location, in many cases. 


Ullman Returning from 
Abroad 


New Yorx.—Fred Ullman, shoe styl- 
ist, will return from Europe on the 
S. S. Normandie on May 1. He will 
bring with him the latest fashions in 
styles and materials that he has col- 
lected on his trip. 


Detroit Retailers Meet 


Detroit, MicH.—Detroit Retail Shoe 
Dealers’ Association held its first meet- 
ing with the newly-elected officers pre- 
siding, on Thursday night, April 20. 
Matters pertaining to future activities 
of the association were discussed. 


Correction 


New York—Due to an error in the 
Moore Fabric Company advertisement 


on page 42 of the April 22 issue of the 
RECORDER, the address of Ring & Searle, 
Inc., distributors of this company’s 
products, was given as 72 Wingate St., 
Haverhill, Mass. This is incorrect. The 
correct address is 21 Wingate Street, 
Haverhill, Mass. 


Hayes Named Manager 
At Wing’s 

New BEDFORD, Mass. — Maurice 
Hayes, formerly associated with the 
shoe department at the C. F. Wing 
Company and more recently manager 
of the shoe departments at Lincoln 
Stores, Inc., has become manager of 
the shoe department at Wing’s. 

Redier Carlson, previously manager 
of the department at Wing’s has been 
made department manager at the 
James Hill Co., Manchester, N. H., a 
department also operated by Scheft. 

Mr. Hayes reports the Wing depart- 
ment has shown a good increase for 
most of this year over similar week- 
of the previous year. 
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Why is UNISHANK of importance in this portrayal of faultless 
simplicity and youthful charm? All the vitality and grace of her 
poise depend upon the strength and rigid support built into 
the shanks of those delicate, snug-fitting shoes. 


With UNISHANK they will not let her down! 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


| 
“ UNIS K 
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SALESMEN WANTED HELP WANTED BUSINESS OPPORTUNITY 
We want to add two more men wo « SUTARGE "1.98" SANDAL’ FACTORY ATTENTION ORTHOPEDIC 
sales organization. SHOE MERCHANTS! 


Southeastern states and one for the lIowa- 
Illinois territory. If you are a good sales- 
man, honest, sober, and a hard worker, look- 
ing for a permanent location, write Mr. Scott, 
giving brief outline about yourself. 


SCOTT FOOT APPLIANCE CO. 
OMAHA, NEBRASKA 


SHOE RECORDER 239 
STREET, NEW YORK, N 


SALESMAN WANTED 


Address No. 201, care 
GOOT & SHOE RECORDER, 
239 West 30th Street, New York, WN. Y. 


LARGE slipper manu side line 
salesmen, ¢ commission Jersey, 
Delaware, Maryland, Virginia, We Virginia. 
orth Carolina, South, Carolina, Georgia, Ala 
» Mississippi Oregon, Washi 
& Shoe R West 9th Street, Ni New 
York, N 


LESMEN wanted by 7200 pair factory mak- 

ing growing girls’ McKay welt sport oxfords, 
stitch-downs, and prewelts. Commission basis 
only. No side line salesmen wanted. Success- 
ful men only need apply. Address $216, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 


SHOE DEPARTMENT 
MANAGER 


Popular price chain department 
store has opening in sizeable city 
900 miles from New York for an 
experienced shoe man; between 
25 and 35 years. 


Will only consider man who has 
managed-merchandised men’s, wo- 
men’s, children’s medium-priced 
and low-end shoes, or one now 
assisting buyer-manager in 200,000 
volume department or over. 
Write fully, stating age, experience 
and duties in fullest detail, sal- 
aries earned, whether married or 
single, etc. 

All applications held confidential. 


Box 366 Equity, 113 West 42nd 
St., N. Y. 


pete open in Southeastern United States 

ippi River for $4.00 retailers, fast 
Re. and dress welts up to 15/8 heel heights. 
Straight qummtonion only with semi-monthly 
settlement based on orders. Line need not be 
carried exclusively. Give full information as 
to age, experience, sales record, lines sold and 
references. All suplsemens and information 
beld confidential. 


LINE WANTED 


GeoP Specialty Line for Minnesota and 
surrounding Fifteen years’ re- 


tail experience. Age 41, reliable, 
‘Midress $223, care Boot & 


personality. 
hoe 1 et 239 West 39th Street, New 


married, 


York, 


WANTED TO PURCHASE 
ARGE RESPONSIBLE SHOE MANUFAC 


T PRO 


If you are located in a city of 300,000 I 
can increase your business thirty to 
fifty per cent the first year without 
any investment, by establishing my 
laboratory, on your premises, for the 
making of foot molds, balance corks 
and arch supports, custom made for 
individual requirements. The surface 
of this field is unscratched and some 
progressive merchant will write for 
further details 


of 
BOOT AND SHOE RECORDE 
West 30th St.,. New York City 


— and oppo unlimited on my 
P uni method shoes into 
Book ends and tel Instructions 
very reasonable. Write—M. a Watson, Belle- 
fontaine, Ohio. 


FOR SALE 


Fo Sale, shoe store Northern Penna. town of 
20,000 population, Railroad Shop me, — 


Rental, small inventory. Address 
Boot & Shoe 239 West 
New York, we 


For Sale or Lease at Once 


Fully equipped Shoe-Pattern Shop, two Reed 
Power Graders with enough other equipment 
for four machine shop, ready to go, small 
rent, fine location, owned out-right. 

For information write X.¥.Z7.. 3638 McKee 
Ave., St. Louis, Mo. 


R® CROSS AGENCY, Family Store, at 

York City. Excellent opportunit ty for in- 
dividual to make a good — p to date 
Stock. Auctioneers need apply. Addres~ 
$221, care Boot & Shoe oe 239 West 
39th Street, New York, N. Y. 


LONG established family shoe store in West 

© County. Small capital required 
Address $222, care Boot & Shoe Recorder, 23° 
West 39th Street, New York, N. Y. 


Lear Operates Bedell 


Department 
Detroit, MicH.—The Lear Shoe Co. 
of New York City are now operating | 
the shoe department of Bedell’s depart- 
ment store, Detroit. Samuel Eckhoff is 
manager. The department is being ex- 
tensively remodeled. 


other classified 
desired twelve words should be added for the address. In 


classified advertisements is $5.00 an inch with a maximum of 46 words. 


display 
Classified advertising is payable in advance. 
8 Advertisements for this page must be in our New York office on Friday of the week preceding publication “™® 


CLASSIFIED ADVERTISING RATES 
The rate for “Position and Lines Wanted” advertisement is 4 cents per word for all undisplayed 
For all advertisemen 


advertisements. 
ts the rate is 7 cents per word. Minimum charge, $1.25. 


Mini- 


all other cases each word of the 


i 
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— 
oe HAVE RECORD OF ACCOMPLISHMENTS | 
i IN THE ABOVE FIELD. GIVE ALL DE 
CARE BOOT & 
WEST 39TH 
Y. 
‘Tex., La., Miss., Ala., Ga., established well 
ye known Children’s Welts, Compos ret. Infts. 
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‘ 
| 
el 
fi 
a 
si: 
ce 
fin 
me 
off 
‘ 
a PATENT ATTORNEY dic 
cor 
DEMAND FOR ITS PRODUCT, INTER my 
ESTED SECURING CONTROL ‘OF FAC f PATENT YOUR ID i | 
TORY IN NEW ENGLAND MAKING $1.98 or Modet 
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“Fifth of the Shoe Fairs” 
[CONTINUED FROM PAGE 18] 


Those in attendance at the Chicago 
meeting were: Harry G. Johansen, 
Johansen Bros. Shoe Co., St. Louis, Mo., 
chairman of the National Shoe Fair; 
L. F. Tuffy, Krupp & Tuffly, Inc., 
Houston, Texas, vice-chairman, Na- 
tional Shoe Fair; Stanley Heald, Stet- 
son Shoe Company, South Weymouth, 
Mass., treasurer, National Shoe Fair; 
Carl Burgstahler, F. E. Foster Com- 
pany, Chicago, Ill., secretary, National 
Shoe Fair; Weir Stewart, Marshall, 
Meadows & Stewart, Inc., Auburn, 
N. Y., member of Finance Committee; 
L. V. Hershey, Hagerstown Shoe & 
Legging Co., Hagerstown, Md., mem- 
ber, Finance Committee. 

The committee appointed George E. 
Gayou manager of the 1940 Fair. Mr. 
Gayou is well known throughout the 
shoe trade and has served as conven- 
tion manager of the National Shoe Fair 
for the past four years. He has an 
extensive background of experience in 
shoe promotion, public relations and 
association work. Arthur D. Anderson, 
Jr., who has been promotion manager 
of the fair since it was first organized, 
has recently become associated with 
United Shoe Machinery Corporation of 
Boston. 


Women Developing Definite 
Style Preference 


DENVER, Colo. — That women are 
developing very definite individual pref- 
erences in styles and colors is indicated 
from the experience of the women’s 
shoe department of the Gano - Downs 
Co. in recent clearances. 

Whereas women used to go through 
a complete display of shoes in their 
size and buy several pairs, they’re now 
asking for a shoe of a certain size in a 
certain color and style. If they don’t 
find that particular shoe in the sale 
merchandise, they readily switch to new 
offerings. 

“That change of buying habits in- 
dicates a definite increase in style- 
consciousness,” says G. V. Nickless, 
assistant to Buyer R. O. Mattingly, 
“The willingness of the average woman 
to buy whatever she thought she might 
like in her size was the thing that 
brought about solid sizing on sale mer- 
chandise. But all that seems to be 
changing fast. Women now are ap- 
parently going over their apparel quite 
analytically, planning accessories in 
the proper color and style combinations 
and going out with the definite inten- 
tion of buying them.” 

That attitude is credited with the 
current strong popularity of contrast- 
ing colors. So far this year the Denver 
department’s sales have been practical- 
ly all in open toes and open heel shoes. 
Black patent represents about 55 per 
tent of the volume, with Burgundy kid 
Second and then blue. 


1939 


MERCHANTS’ NEEDS 


WANTED TO PURCHASE 


SHOE BALANCERS 
Detail Your Shoes 


40% More oe In 
Window 
Crowding 
For A =. 
Men’ 
PAT. P INVISIBLE 


PEN 
Also Excellent Sie! Rest—Display Shoes at 
All Angles 
Price—$2.50 Per Doz. Pairs 


GOODHUE & CO. 


18 DYSART ST., QUINCY, MASS. 
Mass. Distributor, Feine Trimming Co.. 
Boston, Mass. 


11 Kingston’ St., 


J. L. Singer Named Manager 


Tampa, FLa.—J. Lewis Singer, Jr., 
has been appointed manager of Walk- 
ers’ Slipper Shop, at 502 Franklin 
Street. He was formerly buyer and 
manager for Maas Brothers. also of 
Tampa. 


Shoe Man Makes Name 
as Umpire 

New ORLEANS, La.—Ten years’ ex- 
perience in the retail shoe business with 
Labiche’s, Inc., New Orleans, and a 
host of friends gained as a result of 
several seasons’ service as a baseball 
umpire in and around the Crescent 
City, are being combined by Michael L. 
(“Mike”) Caradonna to form the basis 
of what promises to be a flourishing 
business for the Cornell Shoe Store at 
204 St. Charles St. 

With Eugene H. Montagnet, Jr., 
whose father is local factory rep- 
resentative for Albert H. Weinbrenner 
and “Thorogood” shoes, Mr. Caradonna 
has just opened the new store for men, 
featuring this brand exclusively at 
$4.40. As an introductory special, two 
pairs of socks were given without extra 
cost to every man purchasing a pair 
of shoes during the first four days the 
store was open. 

Mr. Caradonna has made hundreds 
of friends through his baseball activity 
during past Summers. He is one of 
New Orleans’ most popular and best- 
known sports figures, despite his youth, 
and has often been mentioned as a 
probable addition to the umpiring staff 
of the Southern Association. He has 
officiated at semi-pro games at various 
local baseball parks (frequently work- 
ing as many as five games in a single 
day) as well as during the annual 
American Legion junior series. 

He has refused several minor league 
offers of umpiring jobs that would have 
taken him away from New Orleans and 
the shoe business. 

In 1937, as a member of the Labiche 
organization, Mr. Caradonna was the 
winner of a national Jarman sales con- 
test among Group A stores. 


WE BUY 
Entire or Surplus Wholesale and Ketail 
Stocks. Also Branded Shoes such as 
Walk- Over, Florsheim, Enna-Jettick, Vital- 
rch Preserver, Queen Quality, Bos- 
tonians, Stetson, Red Cross, Nunn-Bush, Etc. 
IRVIN RUBIN 
“The House of Jebs”’ 
88 Reade St., Cor. Charch 
Phone Barclay 7-7887 New York City 


Buyers of Surplus Stocks 
We will buy surplus or entire stocks of shoes 
from manufacturers, jobbers or retailers. 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO., Inc. 


106 Duane St. New York 
Phone WOrth 2-5377 and 5378 


SHOE STOCKS BOUGHT 


Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 
READE STREET, NEW YORK, WN. Y. 
Telephone WORTH 2-5180-518! 


Shoe Man Contributes 
to Eastern States 


SPRINGFIELD, MAss.—Appreciation of 
the work the Eastern States Exposi- 
tion is doing and its value to New 
England is shown in the receipt of a 
contribution of $1,000 to the $80,000 
emergency hurricane fund now being 
raised to insure continuation of the 
institution from W. I. Cummings of 
South Berwick, Me., shoe manufac- 
turer. 

In a message to Joshua L. Brooks, 
president of the exposition, which ac- 
companied his subscription, he said he 
believed it to be to the best interests of 
every manufacturer in this section to 
support the efforts now being made to 
rehabilitate the Exposition as the re- 
sult of last September’s disaster. He 
cited the direct contribution the ex- 
position has made in providing a 
medium for the display of New Eng- 
land-made products, of the encourage- 
ment given in the broad program for 
work among boys and girls, both rural 
and urban, and the stimulating effect 
upon every line of New England ac- 
tivity and thought developed in the last 
25 years. 

Not only did Mr. Cummings send his 
subscription and accompanying check, 
but he also offered his services to Mr. 
Brooks and his associates in any ca- 
pacity that would insure success in the 
existing emergency. He said failure 
would not only affect Springfield ad- 
versely as the home community of the 
exposition, but that it would have re- 
percussions throughout New Englani 
and would do much to nullify efforts 
which have been successfully carried 
out by the several states to prove that 
a progressive spirit still exists. 
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ADD 

OMFORT 
STYLE SHOES 

WITH 
GLIDE-O-MATICS 


GLIDE-O- 
MATICS pro- 
vide just enough 
support to sup- 
plement the av- 
erage shoe. 
They give a 
broader base on 
which to walk 
in addition to 
the PULSAT- 
ING META- 
TARSAL. 


GLIDE-O-MATICS 
are so light and adapt 
themselves so well to 
shoes that they add 
immeasurable com- 
fort without making 
heels slip—even in a 
24/8 heel opera pump. 


GLIDE-O-MATICS are special in- 
serts that add sensible shoe comfort 
to style shoes. Price — $7.20 per 
dozen. Free display. Send for the 
illustrated folder giving full infor- 
mation. 


NATIONALLY ADVERTISED 
PHYSICAL CULTURE MAGAZINE 
SEE CURRENT ISSUE 


CHARLES HENRY BROWN 


47 West St, Neu 


York ¢ 


BOOT ano SHOE RECORDER, April 29, 1939 


GUIDE, 


BOOTS AND SHOES 


BEACHCRAFT SANDAL INC., New York 57 
COON, W. B., CO., Rochester, N. Y........... duke a8 
DANVERS SHOE CO., Manchester, N. H........ 56 
GILBERT SHOE COMPANY, Thiensville, Wis..................ceceeceeeeees 1 
GOODWILL SHOE COMPANY, Holliston, Mass...............6....e0eeeeeees 54 
Back Cover 
HANNAHSONS SHOE CO., Haverhill, Mass...............00ccceceeceeeeeees 56 
MIDDLETOWN FOOTWEAR CORP., Middletown, N. Y................--+5+5- 33 
MISHAWAKA RUBBER & WOOLEN MFG. CO., Mishawaka, Ind............. ; 
MRS. DAY’S IDEAL BABY SHOE CO., Danvers, Mass.....:........-....+-- 54 
MUSEBECK SHOE COMPANY, Danville, Ill.............cccccccccccccesccece 29 
NUNN-BUSH SHOE CO., Milwaukee, Wis. .................0.0eeeeeeee 3rd Cover 
RICHLAND SHOE COMPANY, Reading, Pa.....................000cceeeeeeee 4 
ROBERTS, JOHNSON & RAND, St. Lowis, Mo. ................20.cceeeeeeees 60 
THOMPSON BROS. SHOE CO., Brockton, Mass...............0-sceececeeecees 49 
UNITED STATES RUBBER CO., New York City..................... Front Cover 
VIRGINIA SHOE COMPANY, Fredericksburg, Va.........................-- 51 
LEATHER AND OTHER MATERIALS 
ALLIED KID CO., Boston, New York, Philadelphia.......................... 37 
GALLUN, A. F., & SONS CORP., Milwaukee, Wis. ....................-.00000 12 
HUBSCHMAN, E. & SONS, INC., Philadelphia, Pa...................... 2nd Cover 
OHIO LEATHER COMPANY, Girard, 0.............cccccccsccccccccccccccess 8 
SURPASS LEATHER CO., Philadolplsia, Pa. ..... 35 
VAN TASSEL LEATHER CO. Norwich, 58 
MACHINERY, LASTS, MFRS.’ SUPPLIES, DRESSINGS, ETC. 
SHINOLA (HECKER PRODUCTS CORP.), New York City .................. 55 
PROSPECT MILLS CORPORATION, Cambridge, Mass........................ 50 
UNITED SHOE MACHINERY CORP., Boston, Mass................. 6, 10, 11, 61 
STORE EQUIPMENT AND FINDINGS 
BROWN, CHARLES HENRY, & SON, INC., New York City................... 64 
PITTSBURGH PLATE GLASS CO., Pittsburgh, Pa. .................0 6-000: 5 
MISCELLANEOUS 
ATLANTA SHOE AND READY-TO-WEAR SHOW, Atlanta, Ga............... 39 
BARIS SHOE COMPANY, New York City 54. 63 
KIRSCH-BLACHER CO., INC., New York City .................0.ccceeeeeeee 63 
MARBRIDGE BUILDING, New York 


RUBBER MANUFACTURERS ASSOCIATION, New York City............... 
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Unity Sheemakers 
Haverhill Mass. 
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Caprice IN KIDSKIN whimsically piped in white, fashioned to make the foot look 
minikin-tiny. La Petite observes the etiquette of Shoedom’s aristocracy — with its single- 
sole construction (Sbicca DelMac). Another tribute to the artistry 


made possible by the use of the Compo technique — for Uniflex OMP () 


TRADE mane 


SREBBLSS 


Shoes are made with Compo Equipment and Adhesive. 


comPro SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 
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